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EFFECTS UNUSUAL 
REINSURANCE DEAL 


Measure Taken That Wili Protect 
Direct and Indirect Writing 
Companies 


AMERICAN CENTRAL’S GOOD MOVE 


Disposes of One-Half Entire Liability 
to Commercial Union Under Con- 
tinuing Contract 


Under a unique and mutually advan- 
tageous arrangement the American 
Central of St. Louis, disposed of one- 
half of its entire liability to the Com- 
mercial Union of London, on the 31st 
of December, the British corporation 
at the same time undertaking to as- 
sume fifty per cent. of all business 
written by the American Central for a 
term of years. 

The immediate effect of the transac- 
tion was to reduce the liability of the 
St. Louis corporation by a large sum, 
and to add approximately $500,000 to 
its net surplus account. In future it 
will be able to more widely distribute 
its risks, and with reduced hazard. 
Agents of the corporation, moreover, 
will have the added prestige of an alli- 
ance with one of the most powerful and 
progressive of the British offices. 

On the other hand the Commercial 
Union gains an attractive and well se- 
lected business at once, and is assured 
of further accessions from the desira- 
ble agency representation of the Ameri- 
can Central throughout the Middle 
West. The liability of the latter com- 
pany is reported to be distributed 
through nearly six thousand agencies, 
being selected with exceptional care in 
the larger cities. 

The American Central is one of the 
foremost companies west of New York, 
having been formed in 1869. 





SETTLE WINDOW GLASS LOSS 


Pennsylvania Manufacturing Concern 
(Recovers $268,968.76 From Insur- 
ance Companies 


A loss involving unusual features, 
was disposed of by the adjusters a 
short time ago, the insurance compa- 
nies concerned in the transaction pay- 
ing the American Window Glass Com- 
pany, $268,968.76, for the burning of its 
warehouse at Jeannette, Pa., last Octo- 
ber. 

From the claim of the assured, $5,000 
flat and 2 per cent for cash, was de- 
ducted. The General Adjustment Bu- 
reau handled the loss for the majority 
of companies, other adjusters looking 
after special interests. 

One of the mooted points as to com- 
pany liability was settled by a commit- 
tee made up of L. C. Dameron, of the 
National of Hartford; William J. Nich- 
ols, ‘North British & Mercantile and 
L. A. Moore, of the New York Under- 
writers Agency. 
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North British 
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and Mercantile 
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Policyholders protected by nearly $9,000,000 United 
States assets, with further guarantee in every policy, 


of protection by entire fire assets of the com- 
pany which are many times larger. 
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Casualty Company of Minerica 
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H. B. ROSEN PRODUCED — 
$3,000,000 IN 1914 


Spent Four Months of Year in Europe 
and Wrote $750,000 in 
December 


NONE CAME THROUGH BROKERS 


Partnership Insurance Helped Roll Up 
This Huge Amount of Business— 
His Career 


Although he spent four months of 
the year in Europe, part of the time 
in the war zone, H. B. Rosen, who has 
offices at the Park Row Agency of the 
New York Life, and who has been called 
the leading personal producer of the 
world, paid for $3,000,000 insurance 
during 1914. During the month of De- 
cember Mr. Rosen wrote nearly $750,- 
000. This latter record is all the more 
remarkable in view of the fact that 
Mr. Rosen arrived in this country from 
the war’s zone pretty much a nervous 
wreck. He was riding in Austria in 
a French car with a French chauffeur 
and was not only arrested a number 
of times himself, but had to go through 
the ordeal of seeing his wife and son 
accused of being French spies on sev- 
eral occasions. 

A Seven Year Record 

For seven years now Mr. Rosen has 
written more than a million dollars a 
year. In view of his phenomenal rec- 
ord of writing three million dollars 
in practically eight months’ time a 
representative of The Eastern Under-t 
writer saw Mr. Rosen at his apartment 
in New York on Wednesday morning 
and asked him to tell some facts about 
his career, and to explain the reasons 
for his success. 

After a talk of an hour’s duration 
the representative of this paper came 
to the conclusion that Mr. Rosen’s 
chief asset is a belief in life insurance 
so thoroughly imbued and tinctured 
with such enthusiasm that it is almost 
impossible to resist the sweep and 
force of his argument during an inter- 
view. His attitude in approaching a 
man is always that it is great mis- 
take not to carry insurance; that there 
are no arguments against insurance, 
and that the prospect should justify 
himself because he has not sufficient 
insurance rather than that he should 
be argued with to sign the application. 

Does Not Deal With Brokers 

One of the first questions asked of 
Mr. Rosen was whether rumors that 
part of his business came to him from 
brokers was correct. He declared that 
the business was all personal; that he 
had not had more than three brokerage 
transactions in several years; that he 
never solicits such accounts and that 
he does not himself broker excess in 
surance. When he is writing a par 
ticularly large policy he is satisfied 
to get the New York Life limit, which- 
is $300,000. He said that this year- 
he could have placed almost a milliam 
dollars outside if he had so desired. 
For seventeen years his business has 
been going to the New York Life and 
he has never written a policy for an- 
other company. 

His insurance career started in Hart- 
ford and was a success immediately. 
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The first day he wrote three applica- 
tions. By the end of ten months he 
had paid-for $400,000 insurance. His 
principal argument is, insurance means 
protection. Most -of the policies he 
writes on prominent men are ordinary. 
life policies. When he writes endoW- 
ment policies it is on people who need 
that particular form of insurance. It 
is largely partnership insurance, how- 
ever, that Mr. Rosen has been able 
to roll up such a large volume of busi- 
ness during a year when other agents 
have had difficulty in holding their own. 
Partnership Insurance 

He was one of the first men to ap- 
preciate the necessity of partnership 
insurance, and his tremendous .ac- 
quaintance with mercantile men who 
have confidence jn him and in*his judg- 
ment has enabled him to popularize 
partnership insurance in the New York 
wholesale district and in other business 
sections in a remarkable manner. Poli- 
cies for $100,000 and $200,000 of this 
for of protection are common with him. 
Partnership insurance is getting easier 
to sell all the time because its neces- 
sities are becoming better understood 
through Mr. Rosen and other aggres- 


sive and intelligent agents in the 
Metropolis. His argument is very 
simple: 


“Business is uncertain; personality 
counts for much in business; removal 
of a strong personality must affect a 
business, and there is every reason why 
partners should have insurance pro- 
tection.” 

When Mr. Rosen encounters the ar- 
gument of a very rich man that he 
has more money than he knows what 
to do with, and so regards insurance 
as unnecessary, he combats such a 
statement in a short, sharp, brusque 
comment, something as follows: 

“The wheel of fortune is so uncer- 
tain that you never can tell what will 
happen. I know men who have had 
more money than you, and who are 
now looking for jobs.” 

He keeps a record of newspaper ac- 
counts of business reverses as well 
as business successes, and can cite ex- 
amples to carry home his points. 

Insured Governor Whitman 

Mr. Rosen was asked how he solicits 
business. In the first place he never 
makes an unnecessary call. In most 
instances people send for him. If he 
hears that some one is in the market 
for partnership or some other form 
of insurance and he does not know 
the party he arranges for an interview 
with some common friend. Once in 
a man’s office he does not waste time 
upon preliminaries, but gets right 
down to business. 

Two of his recent cases were those 
of Joseph W. Harriman, successor of 
the late E. H. Harriman, and Governor 
Whitman. He wrote an_ ordinary 
life policy on Governor Whitman just 
before he went to Albany. The Dis- 
trict Attorney had sent for him and 
the interview lasted fifteen minutes. 
Mr. Harriman was an old customer of 
Mr. Rosen’s and he went into the finan- 
cier’s office recently and wrote another 
large policy. 

In most cases Mr. Rosen not only 
tells the prospect what form of in- 
surance he should carry, but how much. 
One of his mottos is that it is better 
to write a three-thousand dollar policy 
that will stick rather than a twenty 
thousand dollar policy that the assured 
will find difficulty in keeping up pay- 
ments. He does not specialize on any 
profession, but goes after every one. 
He has written policies of a thousand 
dollars on carpenters and mechanics, 
and policies of three hundred thousand 
on millionaires. 

European Business 

He has no office hours, but keeps in 
touch with his office over the phone 
throughout the day. In his home he 
has telephones in several rooms, and 
when he is reached on the ’phone bv 
a business prospect he jumps into his 
automobile and goes to the interview 
no matter what the hour may be. He 
has written policies at midnight and 
one or two o’clock in the morning. 
On many days in December he worked 
seventeen and eighteen hours a day. 


REVIEW OF UNION CENTRAL 


E. P. MARSHALL TELLS STORY 








Company’s Great Growth, Particularly 
During Past Decade—Assets 
More Than $100,000,000 





The Union Centra] Life has reprinted 
in pamphlet form an interesting ad- 
dress, delivered by E. P. Marshall (then 
secretary and now vice-president of the 
Company), before a convention of 
agents of the Company at Lake Ridge, 
Ohio. This address gave the story of 
the early days of the Company. To 
this has been added a supplement, un- 
der the caption “Ten Years Later,” in 
which changes of the past decade are 
narrated. 

Mr. Marshall points out as the strik- 
ing changes incontracts during the de- 
cade the now general practice of writ- 
ing monthly income policies, the intro- 
duction of group and disability insur- 
ance, loan values and payment of cash 
surrenders. He sketches the passage 
of the drastic laws causing a revolution 
in the conduct of life insurance follow- 
ing the Armstrong investigation. 

John M. Pattison 

In June 18, 1906, occurred the death 
of the president of the Company, John 
M. Pattison, who the previous Novem- 
ber had been elected Governor of Ohio. 
This election, comments Mr. Marshall, 
was an extraordinary compliment to 
him and the Company under the exist- 
ing conditions and the antagonistic feel- 
ings held by many at that time against 
all life insurance companies and cor- 
porations generally. To know the high 
moral worth of Governor.Pattison was 
to understand the confidence he won 
from his fellow citizens. When Mr. 
Pattison was elected vice-president of 
the Union Central in 1881 the Com- 
pany possessed $1,606,242 in assets and 
had $8,345,649 insurance in force. At 
the close of 1906, when he died, the 
Company had increased its assets to 
$55,619,517, and the insurance in force 
to $242,141,715. 

Tribute to President Clark 

In discussing the present head of the 
Company Mr. Marshall says: 

“It was not found necessary to go 
outside of the Company in order to 
secure the services of a president and 
manager. An admirably trained man, 
in every way fitted for the position, 
was found in the person of its treas- 
urer, Jesse R. Clark, who for many 
years had been at the head of the in- 
vestment department of the Company. 
The progress of the Company during 
the past few years has proven the 
wisdom of this selection.” 

The assets of the Company are now 
more than $100,000,000. Mr. Marshall 
closes by a reference to the beautiful 
new home of the Union Central in Cin- 
cinnati and the following comment on 
life insurance: 

“Life insurance has grown to its 
present magnificent proportions in this 
country because it has served a great 
economical need, and is to-day conceded 
to be the greatest single agency in 
the civilized wor'd for the mitigation 
of human want and suffering. 





GOES WITH AMICABLE LIFE 

Dr. Wm. Brumby, of San Antonio, 
has been appointed Assistant Medical 
Director of the Amicable Life, taking 
the place formerly occupied by the late 
Dr. J. M. McCutchan. Dr. Brumby for 
four years has been Medical Director 
of the Equitable Life of San Antonio 
and has made an enviable record as 
State Health Officer and former Health 
Officer of Houston. He is’ widely 
known in medical and insurance circles. 





State Mutual Life Assurance Co. 
WORCESTER, Agsaeben'r'rs 
siisiianr ak GEE Dees 
«. PROGRESSIVELY SUCCESSFUL... 


January 1, 1914 
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Surplus Mass. Standard................. seeeeeeeees + -$2,346,537.80 
Insurance Issued, 1913................. eesceceseess $23,051,034.00 
Insurance in Force........... er rre ee eee eeeeseee - $171,310,426.00 


THE COMPANY OF SUCCESSFUL AND CONTENTED AGENTS 
ONLY THE HIGHEST GRADE MEN ELIGIBLE 


EDGAR C. FOWLER, Superintendent of Agencies 














The State Life Insurance Company 
INDIANAPOLIS 


Not The Oldest--Not The Largest--Just The Best 





TWELVE MILLION DOLLARS 


Deposited With The State of indiana For The Sole Protection ot 
Policyholders 





Good Territory and Remunerative Contracts for Men Who Can 
«Do Things ’”’ 


Address CHARLES F. COFFIN, Vice President 
1231 State Life Building 








Ses GREAT SOUTHERN 


Tae = Life Insurance Company 


BIG FTWORTH, 
TEXAS GREAT 


HOUSTON, TEXAS 
J. 3. RICE, President J. T. SCOTT, Treasurer 


OUR RECORD 


COMMENCED BUSINESS NOVEMBER 1, 1909 
INSURANCE IN FORCE 
(paid-for basis) 








GROSS ASSETS 


Dec. 31, 1909 

Dec. 31, 1910 1,057,016.02 5,352,260.00 
Dec.31, 1911 1, 128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


Dec. 31, 1913 1,500,835.10 23,650,512.00 
Sept. 30, 1914 1,8 15,302.46 30,630,355.00 


FOR AGENCY CONTRACT. S ADDRESS 
O. S. CARLTON, Vice-President - - HOUSTON, TEXAS 














Ordinarily Mr. Rosen writes a large 
European business. He spends several 
months every vear on the Continent, 
making his headquarters with the New 
York Life offices in Paris, and visiting 
other cities by motor. His two prin- 


cipal qualifications seem to be sincerity 
and knowledge of his profession. 





CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 


COME IN AND TALK IT OVER—CALL TO-DAY 
WILLIAM N. COMPTON, General Agent 


E INSURANCE Com 
OF BOSTON MASSACHUSETTS 


220 BROADWAY 
PHONE 6030-6031 CORTLAND 


CALL ON COMPTON 











CALL ON COMPTON 


NOLdWOD NO TIvod 





ibe larieh 2. antici Minis ne, 5 Nem rene Me 


2. 




















a cnupeenstn. treatin. 





January 8, 1916. 


THE EASTERN 


UNDERWRITER 











Present $530,000 Christmas Gift to President Talbot 





That’s the Amount of Applications Sent In by Fidelity Mutual’s Greater New York Department in Twenty-one 


Working Days 














Seated left to right: 


Standing left to right: Saul 











THE FIDELITY MUTUAL’S GREATER NEW YORK STAFF. 


John Kissell, Parker R. Freeman, E. Tanenbaum, Frederick A. Wallis, Manager; 
Alexandre, William E. Fellows, Charles H. WHubbert, Charles 


Neel, Albert L. Gould, John W Kehoe. 


The Greater New York and Long 
Island department of the Fidelity Mu- 
tual Life Insurance Company, of which 
Frederick A. Wallis is manager, set a 
mark of $500,000 to write during 
twenty-one working days of December 
as a Christmas gift to President 
Walter Le Mar Talbot. This is one of 
the hardest working agencies in the 
country, with a lot of good writers on 
its staff, and every man is loaded with 
enthusiasm and a desire to do things. 
Frederick A. Wallis, the manager, is a 
strong personality, capable men being 
drawn to him instinctively. 





TO RE-ENTER WISCONSIN? 

A rumor in the West is that some of 
the mutual life companies will re-enter 
Wisconsin this year. One of the lead- 
ing companies said to The Eastern Un- 
derwriter this week that it had no in- 
tention at the present time of re-enter- 
ing the State, however. 


The agency not only wrote the $500,- 
000, but $30,000 more besides. This 
particular compliment to President 
Talbot closed on Christmas Eve. The 
pension policy which is being featured 
by agents of this company, helped a 
lot in making the record. 

The following letter was sent to Pres- 
ident Talbot: 

“The New York City department ex- 
tends to the head office its Christmas 
greetings and hearty good wishes for 
the new year. 

“We call to your special attention 
that during the twenty-one working 


SOUTHERN COMPANY RECEIVER 

R. G. Hewitt has been appointed re- 
ceiver at Birmingham for the Sun Life 
Insurance Company of America, and 


has been empowered to institute suit 
for payment of unpaid subscriptions. 
Quo warranto proceedings were insti- 


Campbell, 


days of December we have submitted 
for approval and issuance applications 
to the extent of $530,000. Accompany- 
ing this greeting is a group photograph 
of the loyal subjects of Her Majesty, 
the Fidelity Mutual, who have produced 
this volume of business, and who 
through her instrumentality have car- 
ried the evangel of love, protection and 
good-will into the hundreds of homes 
in this community. The signers here- 
of have determined under the inspira- 
tion of this achievement to accomplish 
even greater results during the year 
1915.” 

In his wire of appreciation for the 


tuted against this company in Novem- 
ber, claiming it was issuing policies not 
authorized by the laws of Alabama. 





Herman Fellinger, who for a good 
many years has looked after the Pacific 
Mutual’s interests with marked success 


Paul Alexander, D. G. Vernaci, Park Mathewson. 
Brooks Logan, J. W. Stephens, William H. 


special effort made in his honor by the 
New York City department, President 
Talbot, after expressing thanks, gave 
the information that the company had 
increased its business in force despite 
adverse conditions of 1914, and that 
during the year it had paid for new 
business to the amount of $14,450,633. 
The company’s new business in the 
State of New York showed a gain of 
100 per cent. over the figures of 1913. 

Philadelphia has challenged New 
New York City for a contest during the 
early months of 1915, and a cup will 
be given the winner by Vice-President 
Quinn. 


as manager of the Life Department in 
Cleveland, Ohio, was recently promoted 
from the Assembly to the Senate of his 
State. He has also been recently 
elected president for the ninth time of 
the Deutscher Stadtverband, an organi 
zation of fifty-six German societies fn 
Cleveland. 
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Profit, Permanence and Promotion 


The Prudential wants agents who are “‘stayers.”’ 
The future belongs to the man who is persistent. 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 


FORREST F. DRYDEN, President 


Incorporated as a Stock Cempany by the State of New Jereey 


Ee Laan PR ae 





Write Us About an Agency 





Home Office, NEWARK, N. J. 
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DEFENSE OF AMORTIZATION LAW 


Henry Moir of Home Life, Comments on Scotch Actuaries’ 
Discussion of His Paper 











Whatever the Method of Amortization 
may be it certainly is not a “fair 
weather” method. The New York law 
which I have commended specifically 
prohibits the use of high values in 
good times, while it leaves companies 
at liberty to carry securities at lower 
prices when markets are depressed. It 
also permits—and personally I strongly 
recommend—the carrying of carefully 
computed and adequate investment 1e- 
serve funds. Moreover, all actuaries 
must admit that it is the only proper 
way for a company to keep its books, 
apart altogether from the question of 
valuation. If a 6 per cent. bond is 
bought at 105 on a basis to yield 5 
per cent. interest, a company has no 
justification in doing otherwise than ap- 
plying the amortization method. The 
same remark applies when a 3% per 
cent. bond is bought at 90 to yield 5 
per cent. The situation in Great Britain 
appears to be that a company can use 
the Amortization Method if it so de- 
sires; or it can use the Market Value 
Method. In prosperous times the Mar- 
ket Value is most unsafe, and those 
who criticize amortization most freely 
seem. to admit or suggest that present 
conditions (which were not anticipated 
when the paper was written) are such 
that some method other than the Mar- 
ket Value Method should, or even must 
be used; yet the prices of good rail- 
road bonds on the New York Stock Ex- 
change average about the same to-day 
as during the panic of 1907, being per- 
haps a trifle higher. 


Market Value Basis 


It is not correct to say that the Mar- 
ket Value basis brings all companies 
to a common platform for it does not, 
nor is it right to speak of that basis 
as a solid foundation, because a care- 
ful study of market conditions over 
nearly thirty years has convinced me 
that market values are as unstable as 
the sands of the seashore. Speakers 
who uphold the Market Value Method 
seem to infer, suggest and hint at an- 
other basis altogether—“Market or Book, 
which ever is the lower”; but it is 
hard to tell what they mean by writing 
down to market values and never writ- 
ing up, while no one makes a definite 
statement saying that this should be 
made a fixed rule. The objections to 
such a rule are too apparent. Again 
there is lack of clearness as to whether 
any such rule should be applied to in- 
dividual or to aggregate values. If this 
method is to be applied strictly to in- 
dividual securities I think it can scarce- 
ly be called a familiar practice, while 
if selected securities only are adjusted 
so as to bring the aggregate results 
down to the market values as is fre- 
quently done, much of the theoretical 
opposition to the Amortization Method 
fails of its application. These uncer- 
tainties make it hard to reply to speak- 
ers whose basis of argument may be as 
shifting and unstable as market values 
themselves. 

Dr. Sprague refers to the risk of loss 
on securities. This risk of loss is part- 


ly compensated by the chance of profit, 
and is minimized by the intelligence 
of a board of directors. The way to 
meet this possible loss is not by mis- 
stating the true values of securities 


‘but by setting aside a proper reserve 


fund out of that portion of the interest 
earnings which economists call “pre- 
mium for risk.” It interests me that both 
Dr. Sprague and Mr. Gardiner speak 
of securities where no profit can be made 
yet which lead to losses; strangely 
enough mortgages and similar securities 
are those which are now and have 
been amortized by practically all British 
companies. 


Publicity 


Suggestions were made that the 
Amortization Method is subject to cer- 
tain disadvantages which do not apply 
to the Market Value Method; but too 
great claims are made on behalf of the 
Market Value Method, and many of the 
points discussed—nearly all minor mat- 
ters—can be equally well met by the 
Amortization Method. Take, for ex- 
ample, the question of publicity which 
surely is not affected by the one sys- 
tem more than the other. If greater 
publicity is desired, and I for one think 
it is, the Faculty of Actuaries could 
secure such publicity by appeal to Par- 
liament for the necessary legislation. 
My objection to the expression “at or 
under cost” is that it may mean any 
price under the original book prices, 
but it tells nothing as to the true basis 
of valuation—it fails to give proper 
publicity. 

Again, the suggestion is made that 
the Amortization Method may hamper 
sales. Why so? If a loss has to be 
taken amortization should have no ef- 
fect one way or the other on the mental 
attitude of directors in deciding wheth- 
er or not a security should be sold. 
It may affect the time when the loss 
is recorded, but that is all. Another 
statement is made “It is tacitlv as- 
sumed that every one will be paid at 
maturity.” Of course it is! Investors 
in purchasing bonds make this assump- 
tion; they base their purchase on the 
interest vield under this assumption; 
but the Amortization Method nrovides 
for exceptions and emphasizes the 
necessity—too often overlonked—for a 
careful revision and studv of the 
security underlying investments period- 
ically. 


Perpetual and Redeemable Securities 


The distinction between perpetual 
and redeemable securities is a simple 
and convenient one; but if a strong 
feeling were expressed to exclude those 
running for very long terms probably 
no very serious objection would be 
raised; the point is altogether a minor 
one, yet it should be remembered that 
when the term is long, like 109 years, 
the security is nearly always of a per- 
manent and very sound character. 
Again I cannot see why the fact that 
several railroads are not in receivers’ 
hands, while others may go there, af- 
fects the question. A study of prices 


would indicate that when a railroad 
goes into receivers’ hands the market 
value of bonds falls suddenly—the loss 
by any method is rarely gentle and 
gradual, especially if five year distribu- 
tion periods are kept in mind, but quick 
and sudden and within a much shorter 
period than five years. The Amortiza- 
tion Method I commend takes the se- 
curity and the value into consideration 
in such circumstances, and individual 
questions like those of Mexican and 
Brazilian securities do not affect the 
general principle. Investments should 
be distributed so that such losses can 
be borne. The hiding of weak holdings 
under the Amortization plan cannot con- 
tinue for long, and it is to be assumed 
that directors will exercise due care 
in investing funds, will seek good se- 
curities, and will honestly administer 
their trust. These are fundamental 
requisites of good management with 
which the system of valuation has no 
concern. 
(To be continued.) 





The 


EQUITABLE LIFE 


Insurance Company 
OF IOWA 


Has good openings for 
general agencies in desirable 
locations for experienced and 
successful men 


Liberal contracts offered 
Apply to Home Office 
Des Moines, Iowa 








Reliance 
Life Insurance Company 
of Pittsburgh 


Has the best General Agent 
Contract to offer YOU. 


Has All Forms of Policies to 
Offer the Insured—Particip- 
ating and Non-Participating. 
Annual Dividend. Guaran- 
teed Premium* Reduction. 


Has the Only Perfect Protec- 
tion Policy combining Life, 
Accident and Health Insur- 
ance at Minimum Cost. 








E. P. MELSON JOHN G. HOYT 
President Vice-President 


MISSOURI 
STATE LIFE 


Salable 
Policies 


Participating and Non-Participating 








Special Inducements for 
General Agency Contracts 


Home Office: ST. LOUIS, MO. 








W. D. Wyman, President 


Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 
Berkshire Life Insurance Company 


of Pittsfield, Mass. 
Ine. 1851 


New policies with modern provisions 
W. S. Weld, Supt. of Agencies 


Attractive literature 








nity. 





NATIONAL LIFE INSURANCE COMPANY 


The 64th statement shows strong gains in new and out- 
standing insurance, in income, in assets and in surplus, an in- 
interest rate of 5.10 per cent., a mortality experience of 
58.12 per cent. and increased dividends set aside for pay- 
ment to policyholders in 1914. Age, strength, mutuality, 
low net costs, the best policies and a scientific and equitable 
practice have made the National Life most attractive to the 
best agents—a solid business, securing permanent opportu- 


Address EDWARD D. FIELD, Superintendent 
MONTPELIER, VERMONT. 














individuality at its full value. 




















: The president of this Company is W. T. Crawrorp ; 
Luoyn, M. D.; Superintendent of Agencies, W. M. Linpsey, all of Shreveport, La. 





Solicitors are like gizzards, no good without grit. How many times have you promised yourself to cut loose from your present environ- 
ment and connect with some young company where you can find a future worth considering ? When you climb to the top of the rut 
you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t you? Ambition is the main- 
spring of success, but a mainspring has no force unless you wind it up. 
have ambition enough to desire a better position, and grit enough to go after it 
the sun shines every day; where the roses bloom perpetually ; where frosts are few and a freeze almost unknown. You can secure a 
good position in a state where only eleven companies wrote as much as a million each last year ; where a competitor does not lurk 
behind every bush, and the first wail of a new born infant is not “hard times.” Y 
amount of ability you can obtain a connection with the Louisiana State Life Insur 
mean the realization of all your dreams. 














Grit is the key with which you can do the winding. Jf you 
, you can spend the winter months in a country where 


If you have the grit to make a change and a reasonable 
f ance Company, of Shreveport, Louisiana, that will 
That will mean promotion as rapidly as you are entitled to it and the capitalization of your 
Vice-President and General Manager, Tuomas P. 
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Makes Million a Month Record for Twenty-seven Months 
























The Darby A. Day agency of the 
Mutual Life Insurance Company in Chi- 
cago started the new year with the fol- 
lowing record to equal: For twenty- 
seven consecutive months the agency 
has written a million dollars of paid 
business or more each month. Can the 


agency keep on repeating, life insur- 
ance men are asking? The Chicago 
men are going to try. That such a 


record could be made in the face of a 
general European war has interested 
company Officials in all parts of the 
country. The Eastern Underwriter 
prints on this page pictures of five of 
the prominent men in the agency. 
Asked how the agency made such a suc- 
cess Mr. Day said that it had gathered 
as live an aggregation of agents as it 
was possible to find; tuat all of them 
were imbued with erthusiasm; that 
“make good” and “get busy” were in 
the atmosphere; and that the impulse 
to succeed communicated itself to 
everyone. Also, there was a certain 
pride in contributing to the making of 
a remarkable record which made men 
disinclined to slow up. 5 
Mr. Day is also proud of the system 
and efficiency of the office, eliminating 
wasted effort. He called particular at- 
tention to the speed with which a pol- 
icy could be delivered. An application 
examined on a Tuesday morning, can 
be copied, prepared and inspection or- 
dered, put on the Twentieth Century 
limited at noon, reach New York Wed- 
nesday morning, policy issued, back on 























THE MUTUAL LIFE INSURANCE COMPANY 
OF NEW YORK 


CHICAGO 


MM 


H AGENCY 
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the fast train and delivered in Chicago 
on Thursday morning, distance trav- 
eled 2,000 miles. There are sixty desks 
of agents on the second floor of the 
building occupied by the Day agency. 
They are generally unoccupied, as 
agents do not spend much time about 
the office. On the first floor in the 
main agency room there are fifty-four 
desks. 

A great deal has been written about 
Mr. Day and about C. H. Anderson, 
the latter one of the greatest personal 
producers in the country. H. C. Hintz- 
peter is associate manager. He came 
to the Chicago agency’ twenty-six 


ee 
a 








years ago as office boy and has occu- 
pied these positions: supply clerk, util- 


ity clerk, book-keeper, superintendent 
of agents, branch manager, associate 
manager. He was born in Berlin. In 


addition to his duties as associate man- 
ager he writes a large personal busi- 
ness, 

Robert E. Spaulding, superintendent 
and statistician of the agency, has a 
wide insurance knowledge, and part of 
his job is to explain to new men how 
to cut down barriers set up by compe- 
tition. He also edits “The Organizer” 
and “The Daily Radiator,” both issued 
by the agency. W. G. Warren, the 





Home Office. 





No Grumbling Here! 


Thus far our new business for 1914 exceeds that of the same period in 191 3, 
both delivered and written. Our representatives are prosperous, not grumbling 
— are working, not talking war. They have modem policies, low net cost, 
effective literature, a first-class agency magazine, and happy relations with the 


Occasionally we have a general agency opening. 
JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
Springfield, Mass. 
Incorporated 85] 











cashier, is an important cog in the 
machinery of this agency. Dr. W. W. 
Quinlan is “Medical Referee,” and Dr. 


J. G. Campbell is Alternating Referee. 





WHAT HOME LIFE DID. 

The Home Life of New York make 
the following statement regarding 1914 
business: On the paid-for basis the 
issues, re-instatements and increases of 
this company for the year 1914 amount 
to $14,436,915, and the business in force 
on the same basis on December $1, 
1914, amounts to $120,893,433. 





JOHN HANCOCK’S FIGURES 
The John Hancock Mutual Life In- 
surance Company estimates its paid-for 
ordinary business for the year 1914 to 
be about $44,900,000. 


A GAIN OF $500,000 
The Connecticut Mutual Life made a 
gain in paid-for business of about 
$500,000 last year. Its preliminary re- 
port shows paid-for business of about 
$23,650,000. 





CONTINENTAL LIFE’S FIGURES 


The Continental Life’s new paid 
business for 1914 was as follows: 
Original issues, paid for 

Ee $3,654,500 
Revised and increased....... 220,386 

PL shentdaaakenciecneeel $3,874,886 
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TO EXCHANGE INFORMATION 


WHICH IS SCIENTIFICALLY KEPT 








Meeting in Hartford of Companies 
Which are to Adopt New Data 
Classification System 





A committee of the Hartford Insur- 
ance Institute, headed by H. A. Hopf, 
of the Phoenix Mutual Life, is at work 
on the construction of a decimal classi- 
fication system, planning a uniform 
method of classifying data collected by 
each of the life insurance companies, 
so that definite information on any 
specific subject can be obtained quickly 
by the officers or clerks and can, if 
necessary, be exchanged between com- 
panies. Mr. Hopf, who was formerly 
an efficiency expert, discussed the plan 
at a meeting attended by twenty-five 
insurance men in Hartford. A com- 
mittee was appointed which is holding 
weekly meetings. 

The Classification Plan 

In discussing the classification move- 
ment this new efficiency movement the 
Hartford Courant says: 

“Nearly every company in this city 
and elsewhere finds that it has valuable 
information on all sorts of subjects 
buried in files and unclassified corre- 
spondence indexes. For example, the 
rulings of individual companies on cer- 
tain rare types of policy applications 
and the past history of distant branch 
offices can often be found only by refer- 
ence to letters which are classified un- 
der policy numbers or names, alone, 
so that a search for the desired infor- 
mation must depend on the memory 
of individual office men instead of upon 
a stable subject index. 

“In outline the method of classifica- 
tion consists in dividing all the sub- 
jects concerned in life insurance work 
under ten or less general heads, such 
as executive business, policy applica- 
tions, investments, etc. Each of these 
heads will have a card index number, 
as, for instance, 100, 110, 120, ete. 
There will be ten subdivisions under 
each head, such at 121, 122, 123, etc., 
and further reductions of the classifi- 
cation can be made by the addition of 
decimal figures. This decimal classi- 
fication is based on the well known 
Dewey system and will be identical in 
principle with that used in public li- 
braries and found, after forty years 
use, to be the simplest and, at the same 
time, the most reliable that can be 
conveniently applied to index arrange- 
ments of all sorts of subjects. 

Gloser Co-operation 

“The benefits that the new method is 
expected to bring about are twofold. 
Each company that adopts the classi- 
fication will, according to experts, be 
able not only to trace information 
speedily that had previously been lost 
or almost hopelessly buried, but will 
be able to find hidden flaws in many 
details of the operation of its affairs. 





Agency Supervisor Wanted 








A leading General Agency, pro- 
ducing several million dollars in 
business per annum, representing 
for fifty years past a well known 
Connecticut company in New 
York, Vermont, Massachusetts 
and New Hampshire, requires 
the services of an alert, ambitious 
young man to act in the ahove 
capacity, working with a present 
successful agency force and espe- 
cially to secure new agents, train- 
ing them to close business. 


A bright future for the right 
man. Only a man with clean 
habits and good record need apply. 


Address, ‘‘Agency Supervisor,” 
care of The Eastern Underwriter. 








|'GOOD TERRITORY | 
OPEN TO RIGHT MEN | 


—those who know how and can pro- 
duce applications and settle policies 
—always ready to negotiate wi 
men of experience, energy and 
enthusiasm. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE, 
Superintendent of Agencies, 
7 W. Madison St., Chicago, Il]. 














In addition, the classification will make 
it easy for companies to exchange in- 
formation of all sorts betwen their 
home offices. It will no longer be 
necessary for a Hartford company to 
conduct a voluminous and tedious cor- 
respondence with a New York company, 
for instance, in order to learn whether 
that company has had an experience 
which will apply to one with which 
it is confronted, but will be able, by 
sending the proper index number with 
its request for information, to get, in 
return, a copy of all the information 
the company has on the subject upon 
which light is desired. It has been 
desired for a long time that the in- 
surance companies of the country get 
into closer touch with one another and 
co-operate more closely, and the adop- 
tion of this improvement will aid this 
movement strongly.” 





Representing 


parable benefits of the 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
‘‘oldest company in America 
mean certain success for you. 


9? 


For Terms to Introducing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 











MUTUAL BENEFIT’S YEAR 





Received 33,572 Applications During 
1914; Company Figures for Decem- 
ber Also Given 





The Mutual Benefit’s figures for 
the year 1914, for December, and also 
its loss account follow: 

New Business—Year 1914. 


é Number Amount 
Applications received ......... 33,572 $97,217,580 
DET ccaddcunecnssveasiuenies  4aae 144,004 
DOCTORSR cs ccccnsccccscessceceses SS ss weecnces 
New policies issued on orig- 

inal applications 88,727,405 





EE ae 991,200 
BD. GN wr ckcascdsscioncnsn.« Oe: , . abanaces 
New Business—December, “194. 

Number Amount 


Applications received ........ 2,940 $0,416,7 
PE coscimcdcaccessauereres sae 55134! 
NOE: sevscnvectepees ontakses WE Os asvéeene 
New policies issued on orig- 

inal applications ........+.. 3,302 9,041,834 
BE GED cascdevcaccegexive sens 293,165 
Net decrease .......cccccccsees a eee 


Loss Account 
The Claim Department advises that 
the Company’s loss account for the 
year 1914 is $586,826 more than 1913, 
and only $44,953.05 more than 1912, not- 
withstanding the very much larger 
amount of insurance in force. 





CHURCHILL ON INSURANCE 

Winston Churchill, First Lord of the 
British Admiralty, recently made the 
following talk on the value of insur- 
ance: 

“If I had my way I would write the 
word ‘Assure’ over the door of every 
cottage and upon the blotting-book of 
every public man, because I am con- 
vinced that, for sacrifices which are 
inconceivably small, families can be se- 
cured against catastrophes which other- 
wise would smash them up forever. It 
is our duty to arrest the ghastly waste, 
not merely of human happiness, but of 
national health and strength which fol- 
lows when, through the death of the 
breadwinner, the frail boat in which 
the fortunes of the family are embarked 
founders, and the women and children 
are left to struggle hopelessly on the 
dark waters of a friendless world.” 





AGENCY DIRECTORS TO MEET 

A number of New York Life men 
will leave the city on Saturday to at- 
tend the convention of agency direct- 
ors of the company to be held in Flor- 
ida beginning Tuesday. 





GREATEST 
BEST Tele 


COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 








THE 
First Mutual 
Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS. 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible secu- 
rity, with a safe, equitable con- 
tract. 

FINANCIAL STATEMENT 

Assets, Jan. 1, 1914.$66,168,702.53 

Liabilities ..... --- 61,182,486.00 


Surplus ...... ...$ 4,986,246.53 


ALFRED D. FOSTER, President 


FILLIAM F Davis. Test, Goue 
FRANK T. PARTRIDGE. Asst. Secre 
MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager, 
141 Broadway, New York 








HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


An examination of the Home Life of 
New York by the New York Insurance 
Department, the report on which 
-, been issued shows the Company = 

in splendid condition in every 
spect with an excellent record in all of its 
relations with policyholders. The chief 
examiner closes the report on the exam- 
ination as follows: 


“From the above report it is apparent 
that the Company is efficiently managed, 
its claims under its policies promptly 
settled and its policyholders treat 


During the period under examination 
the Home Life has experienced a steady 
and sound growth, its assets, now nearly 
$30,000,000 being well over five millions 
omg! than in 1909 and the insurance in 

lorce having increased from $92,532,533 in 
the year mentioned to over $116,000,000 in 
1913. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 














1865 --- Fifty Years Old ---1915 





Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 
and Trust Company 


OF PHILADELPHIA 
Rates of Premium Extremely Low and 


still further reduced by 
Annual Dividends 








a a ee eee a ee a. att, bin, te i ec 

















January 8, 1915. 


THE EASTERN 


UNDERWRITER 





A DEFENSE OF ENDOWMENTS 


MASSACHUSETTS BILL CRITICIZED 








Hopeless Confusion of a Reformer Re- 
garding Life Insurance Contract 
Pointed Out 





An impression that endowment insur- 
ance as usually conducted works an in- 
justice to those who die during the 
endowment period, which has crept 
into some Magazines, is answered by 
L. K. Passmore, general agent of the 
Penn Mutual Life, in a letter to agents, 
Mr. Passmore says: 

This misconception of the real na- 
ture of the endowment contract has 
been so widely accepted that there is 
now pending in ‘Massachusetts a bill, 
called the Elwell Bill, which is aimed 
to correct an alleged abuse, which does 
not exist, by requiring a separation of 
the factors of the insurance (term) and 
investment (endowment) and causing 
the companies to pay, upon the death 
of the insured, the face of the policy 
plus the reserve thereon, which con- 
cept of the functions of an endowment 
is not contemplated in the present 
plan, and manifestly, being an increase 
of its functions, would require a larger 
premium to be paid. 

Basic Principle of Endowment 
ance 

The advocates of this measure, using 
no harsh terms alleging ignorance and 
misconception on their part, are yet 
largely unacquainted with the basic 
facts of endowment insurance and are 
easily led astray by what appears to 
be inequitable, but in truth and fact 
is wholly just. Perhaps it may be well 
under such circumstances to state 
briefly what is so obvious to the well- 
informed as to seem superfluous or 
worse at this late day, viz., that an en- 
dowment premium does not contem- 
plate the payment of the face of the 
policy to all as an endowment, but to 
those living at the end of the endow- 
ment period. In other words, a pure 
endowment premium provides that the 
survivors Of a selécted group will, at 
at the end of a specified period, receive 
a certain benefit; i. e., out of 85,441 in- 
surers at age 30 (American Experience 
Table) 69,804 surviving at age 50 will 
be paid a benefit, while 16,637 who die 
within the period will receive nothing. 

The contribution from the original 
group of 85,441 is not fixed at an 
amount which would be required to pay 
each of them at age 50, but only enough 
to pay the 69,804 survivors. Manifest- 
ly, if sufficient money were accumu- 
lated to pay these and also to pay the 
16,637 who die, the enterprise would 
be pure banking and there would be no 
reason why an insurance company 
should act as the depository. 

The term insurance, of course, is for 
$1,000 at all times during the term 
(ignoring the small reserve which ac- 
cumulates to the middle of the term 
and diminishes thereafter to nothing 
at its end) and expires in the case of 
an endowment policy as it naturally 
would without the endowment element. 
So that the statement that the policy- 
holder considers himself as insured for 
a term policy plus a pure endowment of 
an equal amount is not quite correct; 
nor is the other claim to the effect that 
if he receives his term insurance 
through death he loses the pure en- 
dowment. The insured simply buys 
two different things from one shop, 
either of which he might just as well 
take from different shops. As a matter 
of fact, he is hedging on his bet that 


Insur- 


he will live by making a wager with 
nis term insurance tiat he will not live- 
What Happens at Leath 

‘Lhe author o:. the silweli sill has 
provauly never made a suiicielhluy Care- 
iul anhaiysis OL le endowment policy, 
or even O: his Own proposition. His 
actual grievalce amounts to this: If 
a@ Wan die 10 tue laller years OL 1S en- 
uoOwment policy he does not get the 
pure endowment wdHich the survivor re- 
ceives, which im the cash result appar- 
enliy Makes Dis lerm insurance cost 
more than if he had carried the term 
lusurance alone, Or had insured under 
an Oraimary ite policy. 

But this is also true of two men in- 
suring under the same kind of a term 
poilcy oiy, or who buy similar forms 
ol ile iMsurance, one of whom dies 
atler naving paid one premium while 
the Olher lives lO pay thirty or forty 
premiums. in the latter instance the 
premium payer has expended thirty or 
lorty times as much as has the man 
who died early. Has the survivor any 
jegitimate cause for grievance? 

What tlwell proposes is to add to 
the ordilary premium of life insurance 
the exact mathematical amount which 
wil be required to augment the re- 
serve thereon sufficiently to equal the 
lace Oi the policy at the end of twenty 
years or sOme Other selected term. lf 
this be done it simply means that the 
insurance company takes certain sums 
of money trom a depositor, segregates 
them and returns them to him at an 
agreed time accumulated at interest. 
this certainly is not within the scope 
ot a life insurance company, though it 
may legislatively be engrafted. The 
author of the Hiwell Bill is hopelessly 
colilused. Under some mortality tables 
a lile policy ‘becomes an endowment 
policy at age 96; under others at age 
8d. df the holder of an ordinary life 
policy should wish to shorten the peri- 
od at which the reserves shall equal 
the face of the policy, he is allowed 
by many companies to apply his divi- 
dends, or to pay other moneys, to pro- 
duce this result. This does not make 
the ordinary life policy an endowment; 
neither does it justify the plea that the 
customary endowment policy is a fraud 
upon anything. It is not claimed that 
it is mathematically possible to do 
what Elwell wishes, only that it is ab- 
surd to do so, and that it is downright 
dishonest to call an endowment policy 
a fraud. 





ILLINOIS LIFE FIGURES 





Insurance of $75,000,000—Assets 
of $12,000,000—Lega;} Reserve 
$10,000,000 


Paid 





The Illinois Life closed the year with 
$75,000,000 of paid-for insurance, net 
assets amounting to nearly $12,000,000; 
with its income during the year over 
2,375,000; and paying in 1914 to living 
policyholders $550,000 in cash benefits. 
Death benefits paid during the year 
reached more than $600,000. On De- 
cember 31 the legal reserve invested in 
approved securities and held for the 
protection of policies then outstanding 
had increased to nearly $10,000,000. 





MANAGER FOR CHILE 

Frederick Morgan has been appointed 
manager of the Chile agency of the 
Sun Life of Canada. An Englishman 
by birth he spent many years in Manila 
and Hong Kong. His knowledge of 
Spanish and of Spanish customs and 
peoples resulted in his appointment by 
the Sun Life. 














Seventh Annual Statement 


Continental Life Insurance Company 


Wilmington, Delaware 


DECEMBER 31, 1914 


EARNINGS. 
Net earnings for 1914 after payment of policy dividends....$ 83,368.79 
Dividends paid stockholders ............0ccccesceseees 38,731.80 
Balance carried to surplus ........cccccccsccccccscocs $ 44,636.99 
Premium on stock issued during the year ............... 122,110.00 
ee ee $ 166,746.99 
ASSETS. 
First mortgages on real estate ........0.ccccecccccees $ 705,229.39 
State, county, municipal and railway bonds .............. 295,632.99 
RN Ae Bk et sl Month tes bees hc wae ale oh tals talk 9 Sw 109,476.50 
Loans and other loans on the company's own policies within 
Sr I I a oS 093d 6 coke chews ow cass 104,072.68 
Ph ert Va CRRA ae Seen esae anne see $1,214,411.56 
LIABILITIES. 
i Ec caiunad Sekcanwriwdh eg ee en edSe eee SRO $ 529,482.97 
Se Ne NE NS SS as ca aes a ow ke wee oe eee 18,051.86 
OS SS Sere er eT eT eT er ee eee $290,810.00 
EE Astivava bie eek a tare rea aw aee eres 376,066.73 
Pash ah asenes OE TAINS 6 acc ccc tesscainsostoecce 666,876.73 
ME! SASS dad > cis he's nee es wad Ree $1,214,411.56 
YEAR ASSETS INSURANCE NET EARNINGS 
is. SOO $ 145,530 ii ——“(“(‘( lf WL Wee we 
4. eoe 237,307 4,762,528 $ 18,102 
dhe eee 522,004 9,232,314 38,982 
i eee 1,214,411 13,702,655 83,368 


Net Earnings shown are after deducting di 
is all annual dividend or 


vidends to policyholders. Insurance 
non-participating 











You Wish To Be Paid Well 





for your efforts. Producers receive 
liberal compensation under the 


Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 

Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 
THE MANHATTAN LIFE 


INSURANCE COMPANY 
66 BROADWAY NEW YORK 








HOW ABOUT THE 
NEW YEAR? 


Will you make it a better one than 
last? Good openings for aggressive 
men, either as personal producers 
or agency organizers. 


Write and See If We Can 
Get Together 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


HOWARD 8. SUTPHEN, 
Director of Agencies 


W.C. BALDWIN, 
President 











Life 


Insurance and Texas 











Texas has more than four million 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are uninsured, and several times that number inade- 
quately insured. We want ten or a dozen more good field 
men to tell them about the Southland Life. 


JAS. A. STEPHENSON, President 


le, made up of 


Address— 


DALLAS, TEXAS 


THE UNITED STATES LIFE 


1850 IN THE CITY OF 


INSURANCE COMPANY 


NEW YORK 1914 


ISSUES GUARANTEED CONTRACTS 


Good men, whether experienced in life insurance or not, may make direct contracts with this 
Company. for a limited territory if desired, and secure for themselves, in addition to first year’s sam- 
on, & 


mise renewal interest insuring an income for 
Office, 277 Broadway. New York City. 


the future. Address the Company at ite Home 


JOHN P. MUNN, M. D., President 


CLARENCE H. KELSEY, Pres. Tithe Guarantee 
EDWARD 


FINANCE 
COMMITTEE (WILLIAM H. PORTER, Banker 


and Trust Co 
TOWNSEND, Pres. importers and Traders Nat Bank 














ACCURACY 


SAN 





GROWTH IN ASSETS 


“BUILT FOR ALL TIME” 


San Antonio Life Insurance Co. 


ANTONIO, TEXAS 
INSURANCE IN FORCE 


1910.....cccccccccce cece $426,085.00 1910... ccccrccccesses $2,629,020,00 
1911.... wees 485,915.57 1911.... --» 4,083,650.00 
1912 543,004.04 1912 4,715,584.00 
1913 607,788.11 BOIS... ..ccccccccceees 6,184,044.00 





Men of character and ability can secure agency contracts by writing 
HENRY A. HODGE, President 
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Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 


a 

















This is the time for 

The Mistake making New Year 

of Repeating Resolutions. What did 

Mistakes you do last year that 
you will find it profit- 
able and easy to avoid this year? You 
may have had poor judgment, which 
led you into making mistakes. Do not 
make the same mistakes this year. The 
men who keep on making the same 
old missteps are those who finally step 
out of the line and are passed by every- 
body. 

Here are five pretty good resolutions, 
concise but important, which the Inter- 
national Life Man, recommends 
for 1915: 

1. I’ll be true to myself. 

2. I’ll believe in myself. 

3. I’ll depend upon myself. 

4. I’ll not complain nor make an 
excuse. 

5. I'll see not less than six people, 
On an average, each day and canvass 
them in dead earnest. 

= - . 

Arthur B. Furner, of 
Letters of a Finely & Furmer, 
Self-Made Agent general agents at 
To His Son Seattle of the Penn 
Mutual Life, has, 
like Graham, the self-made merchant, 
written a letter of advice to his son, 
going into the life insurance business. 
It is told in homely English and fol- 

lows: ’ 

“You want to know how to get pros- 
pects. That should be the least of 
your troubles. Everybody is a pros- 
pect. Finding prospects isn’t a job— 
it’s a state of mind. As soon as you 
get insurance into your system right— 
so you eat it, drink it and sleep it—so 
that everything you see or hear will 
come into your mind coupled with its 
relation to insurance, you will cease 
looking for prospects; you'll have imore 
than you can ever interview. 

“I suppose you read the paper morn- 
ings on the way to the office. I'd hate 
to own up how long it was before I 
woke up to the fact that right in that 
paper was a list of prospects that alone 
would keep a‘ half a dozen men busy. 
Every page had ’em—except the obit- 
uary columns; and even those can be 
cited as the reason for life insurance. 
The fellow who has a promotion;. the 
man planning an enlargement of his 


business; the new business ventures; 
the real estate transfers; mortgages 
placed; everywhere a man has taken 


on obligations of a financial nature; 
the list of births and marriages. Read 
the paper in terms of insurance— 
you'll find prospects all through it. 

“Old Bill Rogers, who used to wear 
out shoe leather running ’em down for 
the Blank Mutual years ago, came into 
the office of his General Agent one day 
when he was new at the game and 
said: ‘Joyce, there’s a man in this 
town I can write for $20,000 Ten-Year 
Endowment.’ Joyce fairly yelled at 
him: ‘For the love of Mike, go get him.’ 
‘I would,’ said Bill ‘only I don’t know 
who the h—1 he js.’ And out of the 
jest came a realization to Bill that he 
had a way to find prospects; and he 
started out to find his $20,000 man in 
the only way possible—-seeing as many 
as he could daily. 

“Incidentally he found his man—sev- 
eral of them, in ract—but what was 
more important, in the search he found 
a lot of other fellows who took smaller 
amounts. Although Bill wrote some 
twenties, and fifties as well, he claimed 
he never found the chap he originally 
went gunning for and hoped he never 
would, for the search was more profit- 
able than finding him ever would be. 
You see, Bill realized what few of us do 
—that we are only boys grown older, 
and that boys need some sort of a game 
to make their work easier. His game 


was to find a certain man out of the 
thousands in the city and it gave him 
an interest in the work. So I laid out 
@ program of so Many calls per 
month (125), and, come high winds or 
high water, he made them. He didn’t 
fret about finding prospects—he was so 
busy closing those he found in his 
looking for the one man that he didn’t 
have time to worry. 

“As a start for a list of prospects a 
little quiet inquiry among your friends 
will probably show that they know a 
few good chaps who ought to be in the 
market, and if you can go to some of 
these with a card of introduction your 
way is paved for a good interview.” 





TWO IDEAS THAT WON 





Clever Approach on a Train—Doing a 
Good Turn to a Manufacturing 
Concern 





Robert J. Mix, of The Prudential, tells 
two stories illustrating intelligence and 
ingenuity in soliciting. 

A few months ago a life insurance 
man found out that a fellow townsman 
was in receipt of a large income, and 
the agent determined that he was going 
to sell that man some insurance. He 
found out when the man was going to 
New York, and proceeded to buy 
the next chair to this prospect in 
the parlor car. After the train started, 
general conversation was begun in a 
natural way, an agreeable impression 
was made by the agent and before the 
two had reached New York, this life 
insurance man had the other fellow’s 
signed application for $100,000. 

Here’s another illustration: 

Manufacturing concerns are particu- 
larly anxious to get quick pay for their 
goods—they need the money to meet 
the inexorable payroll. A life insur- 
ance man knew this, so he went to vari- 
ous manufacturing concerns and showed 
them how, through the instrumentality 
of a certain Bill Discounting house, 
they could receive 80 per cent. of the 
face of their bills against responsible 
customers—those whose credits were 
good—immediately upon shipment of 
the goods (the balance in thirty days), 
the discounting concern making only 
a very small charge for furnishing this 
desirable accommodation. An applica- 
tion for a life insurance policy for 
$5,000 or $10,000 or more on some 
member of the debtor firm was easily 
secured. I don’t know how many thou- 
sands of business my friend, the pro- 
fessional life insurance man, wrote on 
the strength of his having put certain 
manufacturers and this bill discounting 
concern in touch, but it was a targe 
amount of insurance. 

SUN LIFE ABROAD 

The Sun Life of Canada has never 
operated in Germany. France and 
Belgium are the only Continental coun- 
tries in which it ever transacted busi- 
ness. It retired from France about 
nine years ago because of unfavorable 
legislation regarding the investment of 
the reserves, and retired from Belgium 
a little over three years ago. The 
total amount of business in force at 
the present time in these two coun- 
tries is approximately $2,750,000, against 
which reserves of about $740,000 are 
held, making net liability only $2,010,- 
000. Every policy issued in France and 
Belgium contains a war clause which 
provides that the assured shall pay an 
extra premium to the company in the 
event of his engaging in war, or, should 
he fail to do so, that the company’s 
risk will be limited to the return of 
the premiums paid with 6 per cent. 
compound interest. “In Great Britain 
we have a little over $10,000,000 of as- 
surances in force, the net amount at 
risk, after deducting the reserves, be- 
ing about $7,250,000,” the company says. 


AMICABLE 


Life Insurance Company 
WACO, TEXAS 





$1,000,000 Deposited With the State 


Treasurer of Texas 


Growth During the First 
Fifty-one Months 


Commenced Business April 2, 1910 








DATE 


April 2, 1910 





$474,657.50 








Dec. 31, 1910 
Dec. 31, 1911 


823,258.38 
1,369,388.76 
Dec. 31,1912 | 1,769,449.71 
Dec. 31,1913 | 1,967,710.01 
June 30,1914 | 2,087,072.63 








Capital Stock June 30, 1914 
$820,000.00 


Net Surplus June 30, 1914 
$673,718.82 


Net Surplus Increase First Six 


Months in 1914, $21,919.68 








ARTEMAS R. ROBERTS, President 








Pensions for Individuals 
Pensions for Superannuated Em- 
ployees of Business Institutions 
Pensions Instead of Legacies Under 
Wills and Trust Agreements 


We can use a few high grade salesmen in this fruit- 
ful, rapidly growing field 


The Pension 
Mutual Life Insurance Company 
PITTSBURGH, PA. , 











“The Company of the South” 


Find an Empire Life agent, and you will find a successful 
agent, in fact the most prosperous life insurance agent in 
his section. The Empire Life provides agents with an 
equipment of policies that enables them to meet all the 
needs of the insuring public, and too, these policy forms 
are liberal and easily sold. 


Some excellent territory open for high-class personal producers. Attraciive 
contracts to right parties. Address Home Office at once. 


THE EMPIRE LIFE INSURANCE COMPANY 


Home Office, ATLANTA, GA. 














Security Mutual Life Insurance Co. 


BINGHAMTON, N. Y. 
FREDRIC W. JENKINS. President 
See what we have to offer. 
Men of ability are surely 
Looking to us for contracts. 
Intelligent effort well directed 
Carries you to the front. 


For particulars, address C. H. JACKSON, Supt. of Agencies 
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GENERAL AGENT WITH AIM 





H. G. Hoffman, Mt. Sterling, Wrote One 
Application Daily for Thirty-One 
Days 





The State Mutual Life, of Worcester, 
has a general agent in Mt. Sterling, 
Ky., a town of 4,000 population, whose 
work shows the value of setting a mark 
at which to shoot. 

Although Mr. Hoffman is kept pretty 
busy with the duties of a general agent 
he decided on November 30 last that he 
would try personally to write one ap- 
plication a day, including Sundays, dur- 
ing the month of December. He so 
wrote to Edgar C. Fowler, the Com- 
pany’s Superintendent of Agencies. 

Mr. Hoffman made good his promise. 
In fact, he wrote fifty-two applications 
for $134,000, 53 per cent. of which was 
on the lives of old policyholders. 

The smallest application written was 
$1,000; the largest $10,000. The aver- 
age was $2,596. The smallest day’s 
production was one application for $1,- 
000; the largest day’s work was five ap- 
plications for a total of $18,000. He 
closed thirty-three cases on the first 
interview, ten on the second, four on 
the third, two on the fourth, two on the 
fifth, and one on the sixth, making a 
total of eighty-nine interviews averag- 
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time spent on each case was 18% min- 
utes. Twenty-four occupations were 
represented in his month’s business, 
farmers leading with ten applications. 
On New Year’s Eve he had gone all day 
without landing an application. He 
kept right on and at 9:30 o’clock that 
night got his final signature. 





MUTUAL LIFE’S DIVIDENDS 











The schedule of dividends to be paid 
by the Mutual Life Insurance Company 
of New York in 1915 is presented in 
part herewith. The Company says: 

“As the earnings of the Company in 
1914 were quite as good as in the previ- 
ous year, it is obvious that a slight re 
duction was made for one reason only 
—to prevent an apparent decrease in 
the Company’s free surplus as a result 
of lower market values. To be sure, 
every one understands that lower mar- 
ket values of high-class securities do 
not mean a loss, since real values are 
not affected, and there could be no 
loss except in the case of forced sales 
which are not to be apprehended. At 
the same time, in view of unsettled 
business conditions and of present un- 
certainty as to the future, it is no doubt 
a measure of conservatism to forestall 
any possible decrease of the contingen- 
cy reserve, or free surplus.” 


ividends per $1,000 Policies 


per cent. Basis 
POLICY ISSUED IN YEAR 





on - I I 
| Annual 1st Dividend 2nd Dividend “8 Annual 7th Dividend 8th Dividend 
%@ Premium Add’l Cash Add@’l Cash o3 Premium Add’l Cash Add’l Cash 
< Ins’ce Value Ims’ce Value < Ins’ce Value Ins’ce Value 
21 $19.62 $11 $3.64 $11 $3.74 21 $19.62 $12 $4.31 $12 $4.43 
22 20.06 11 3.73 11 3.83 22 20.06 12 4.42 12 4.55 
23 20.51 11 3.81 11 3.92 23 20.51 12 4.53 12 4.66 
24 20.99 11 3.90 11 4.01 24 20.99 12 4.65 12 4.79 
25 21.49 11 3.99 11 4.11 25 21.49 12 4.77 12 4.92 
26 22.01 11 4.08 11 4.21 26 22.01 12 4.89 12 5.04 
27 22.56 11 4.19 11 4.32 27 22.56 12 5.03 12 5.19 
28 23.14 11 4.30 11 4.43 28 23.14 2 5.17 12 5.34 
29 23.74 11 4.40 12 4.54 29 23.74 12 4.31 13 5.48 
30 24.38 12 4.53 12 4.67 30 24.38 13 5.48 13 5.65 

10 Pay Life 3 Per Cent. Basis 

” POLICY ISSUED IN YEAR 4. PCLSEs METSD SS sS4e 
“3 annual 1st Dividend 2nd Dividend “$ Annual 7th Dividend 8th Dividend 

©@ Premium Add’l Cash Add’l Cash %@ Premium Add’l Cash Add’l 
< Ins’ce Value Ins’ce Value <™ Ins’ce Value Ins’ce Value 
21 $48.56 $20 $688 $21 $7.35 21 $48.56 $27 $9.93 28 $10.51 
22 49.30 20 6.99 21 7.47 22 49.30 27 ~=10.10 28 = =10.68 
23 50.06 20 7.12 21 7.59 23 50.06 27 ~=10.27 28 = 10.87 
24 50.85 20 7.2 21 7.72 24 50.85 27 =10.45 28 = =11.05 
25 51.67 20 7.37 21 7.87 25 51.67 27 = 10.64 28 11.26 
26 §2.51 20 7.50 21 8.00 26 52.51 27 ~=10.82 28 11.45 
27 53.38 20 7.64 21 8.15 27 53.38 27 11.02 28 = 11.66 
28 54.28 21 7.78 22 8.30 28 54.28 27 8311.22 2 11.88 
29 55.21 21 7.93 22 846 29 55.21 27 11.44 28 = 12.10 
30 56.18 21 8.09 22 8.63 30 56.18 27 ~=11.66 28 12.34 

Ten Year Endowment 

a POLICY ISSUED IN YEAR Ps —_—. ISSUED IN YEAR 

I 
7 5 Annual Ist Dividend 2nd Dividend bs S Annual 6th Dividend 7th Dividend 
&& Premium Add’l Cash Add’l Cash &&# Premium Add’l Cash Add’l Cash 
<" Ins’ce Value Ins’ce Value <" Ins’ce Value Ins’ce Value 
21 $101.75 $13 $10.44 $15 $11.62 21 $105.84 $23 $20.88 $24 $22.29 
22 101.88 14 1051 15 11.69 22 105.92 23 20.90 24 22.31 
23 102.02 14 10.59 15 11.16 23 106.02 24 20.93 24 22.35 
24 102.17 14 10.66 15 11.84 24 106.11 24 20.95 24 22.37 
25 102.32 14 10.75 15 11.93 25 106.22 24 20.99 24 22.41 
26 102.48 14 10.83 15 12.01 2 106.33 24 21.03 24 22.44 
27 102.65 14 10.92 15 12.10 27 106.44 24 21.06 25 22.47 
28 102.83 14 11.02 15 12.20 28 106.56 24 21.09 25 22.51 
29 103.02 14 11.12 15 12.30 29 106.70 24 21.14 25 22.56 
30 103.22 15 11.23 16 12.40 30 106.84 24 21.19 25 22.60 
SPOKANE COMPANIES Union Life will be held in Spokane 





What They Did in 1914—New Actuary 
and Other Appointments are 
Made 





Spokane, Wash., Jan. 2—The West- 
ern Union Life of Spokane, Wash., in 
1914 wrote and paid for $6,000,000 of 
new business and its insurance in force 
has reached a total of $20,000,009. An 
extra dividend of two per cent. was 
declared, payable on December 31, 1914. 
Ralph A. Nelson, formerly with Texas 
Insurance Department, is now resident 
actuary of the Company. The annual 
convention of the agents of the Western 


next week. The Western Union. Life 
has recently made the following new 
agency connections: General agent for 
Southern Idaho, J. B. Howard, formerly 
with the Continental Life, who will 
have headquarters at Twin Falls; D. 
L, Hays, Paris, Idaho, and J. M. Jolley, 
special agent. 

The New World Life Insurance Com- 
pany, of Spokane, made strides during 
1914. The Company’s admitted assets 
December 31, 1913, were $1,404,000 and 
this item had increased to $1,659,463 
by September 30, 1914. The surplus 
increased $83,270 during the first nine 
months of 1914, the surplus amounting 
to $519,087 on September 30. 





METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 














METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


$286,288.02 per day 


$164,025.94 per 


(Stock Company) 


the 


People 


- ~ 2 
the ‘Company By the People 
——__— For the People 


The Daily Average of the Company’s 
Business during 1913 was: 


Issued and Revived. 


Issued and Revived. 


549 per day in Number of Claims Paid. 
7,895 per day in Number of Policies 


$1,676,339 per day in New Insurance 


in Payments to 


Policyholders and Addition to Re- 


serve. 


day 
Assets. 


in Increase of 


JOHN R. HEGEMAN, President 








ORGANIZED 1871 


Life Insurance Company of Virginia 


RICHMOND, 


VIRGINIA 


OLDEST - LARGEST - STRONGEST 


Southern Life Insurance 


Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 


CONDITION ON DECEMBER 31, 


ssets 
Liabilities. SNGbORSRSCREUESERTP RODS SO00e euctweeenedss 
Capital and Surplus. p occ cveseseccsocceses 


Insurance in Force. 
Payments to Policyholders since Organization.. 


Is Paying its Policyholders nearly........ 





1913; 


94, 668, 092.00 
14,138,137.61 


segue ..$1,250,000.00 annually 
GOOD TERRITORY FOR LIVE AGENTS 








DETERMINATION and ENERCY 
never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as_are offered by th 


WILLIAM, .N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


OF THE 





e Policy Contracts 


Saat — 


E INSURANCE COM 
OF BOSTON MASSACHUSETTS 














Warm Personal Interest 





That describes the happy relation existing between 


the Fidelity and its Field 


Men, and explains why 


both are forging ahead. Maybe you could reach a 
higher success in that atmosphere. 


Write 


The Fidelity Mutual Life 


Insurance 


WALTER LeMAR TALBOT, President 


to 


Company 


PHILADELPHIA, PA. 











The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


Insurance in force over Twenty Millions of dollars. 


Assets over One Million. 
Business received first eight 
(average One Million a month). 
We want a capable generai 
Iimpertant open territory. 


months, 1913, over Eight 


agent for vacant office. 


Million 
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UNDERWRITER 


This newspaper is owned and is published 
every Friday |» The Eastern Underwriter 
Company, a New York corporation, office and 
place of business 105 William Street, New 
York City. B. F. Hadley, President; Clarence 
Axman, Vice-President and Treasurer; G. A. 
The address of the officers 
Telephone 


Watson, Secretary. 
is the office of this newspaper. 
2497 John. 

Subscription Price $3.00 a year. Single 
copies, 15 cents. 

Entered as second-class matter January 4, 
1907, at the Post Office at New York, N. Y.; 
under the act of Congress of March 3, 1879. 





PRODUCERS 

The Eastern Underwriter in this is- 
sue devotes considerable space to the 
activities of producers. The great 
record of the Darby A. Day Agency 
in Chicago in writing more than a mil- 
lion a month for twenty-seven con- 
secutive months; the record of H. B. 
Rosen in writing $3,000,000 this year; 
and the fine showing made by ‘the 
Greater New York agency of the Fi- 
delity Mutual Life are narrated. The 
significance of these feats of produc- 
tion is that the life insurance agent 
can triumph over any circumstance, 
because it is idle to deny that condi- 
tions are not propitious for large writ- 
ings. That despite general business 
adversity ‘groups of underwriters make 
records of large production shows that 
the successful life insurance agent has 
qualities that cannot be matched in 
the business world. 





THE SUBWAY ACCIDENT 

The Subway accident in New York 
‘ city this week illustrated not only the 
perils that beset the millions of ‘New 
Yorkers in their every day life but 
also carries a lesson to underwriters 
of the danger from fires in the great 
tube. WHlectricians of the stamp of 
Steinmetz, of the General Electric, say 
that such blow-outs as that of Tuesday 
morning cannot be prevented. That 
the loss to life and property was not 
greater is in itself a fortunate accident. 
No less than seven independent in- 
vestigations of the subway accident 
are now under way, and it is hoped 
that their deliberations may result in 

better. protection all around. 





PROMISED LEGISLATION 

Now that the New York Legislature 
is in session we may look for the early 
introduction of a number of measures 
amending the present workmen’s com- 
pensation law. A series of bills to this 
end have been prepared, and each has 
its own particular advocates ready and 
anxious to urge its adoption. 

Labor organizations have felt none 
too kindly toward the statute now in 
force, contending that it was not suffi- 
ciently broad in its application, and 
have brought all the influence they can 
exert, to secure its liberalization. The 
lack of proper considerafion given com- 
pensation matters, which so seriously 
affect the industrial and economic well- 
fare of the commonwealth, is shown in 


the flat rate reduction of 15 per cent., au- 
thorized by the State Commission some 
time ago, and based upon but six 
months’ experience. Casualty under- 
writers usually feel that upon new risks 
five years must elapse before a normal 
loss is had. 

It is such ill considered action as this 
that makes business men uneasy, and 
forces economists to speculate as to 
how long the public treasury will stand 
this sort of legislation. 





PROTESTS EXCESSIVE TAX 


Northwestern Mutual Life Pays $500,000 
a Year Under the Wis- 
consin Law 





A protest against the heavy taxation 
of the Northwestern Mutual Life re- 
cently made in Milwaukee by the Hon. 
James G. Jenkins is based on the fact 
that.the Wisconsin tax on this company 
now reaches $500,000 per annum. In 
discussing the subject of taxation in 
Wisconsin Mr. Jenkins says: 

“For the first ten years of its exist- 
ence no license fee was exacted by the 
State for the privilege of doing busi- 
ness therein. In 1868, an annual license 
fee was exacted of one per cent. of its 
Wisconsin premium receipts. This 
averaged about $4,000 per annum. In 
1879, this license fee or tax was raised 
to two per cent. of the Wisconsin pre- 
miums, and I understand this to be the 
prevailing and average rate and method 
of taxation of life insurance companies 
now in vogue in the United States. 
Under that law the taxes paid by the 
Company to the State averaged about 
$12,500 per annum, and had_ that 
law remained unaltered, the average 
tax for the past ten years would have 
amounted to about $50,000 per annum, 
which certainly was a sufficient sum, 
compared with the taxes required of 
other life insurance companies in their 
home States. In 1899, the statesmen to 
whose hands had been committed the 
government of Wisconsin, decided that 
the State had need of greater revenue, 
and as many interests had been taxed 
heavily, new available objects for rev- 
enue were sought. Life insurance com- 
panies were selected to bear this bur- 
den, and a new, untried, unheard-of, 
unscientific and arbitrary method of 
taxation was devised, namely, one per 
cent. upon the gross income from all 
sources of domestic companies, and one 
per cent. of Wisconsin premium receipts 
of foreign companies. 

“A high protective tariff is sought 
to be justified upon the ground that 
it encourages and builds up, protects 
and defends domestic industries. This 
new system oppresses the domestic 
company and favors the companies of 
other States. The taxes of this Com- 
pany immediately increased from $239,- 
000 in 1898, to $186,386.54 in 1899. In 
1901, the State required domestic com- 
panies to pay a tax of three per cent. 
of gross income from all sources ex- 
cepting rents of real estate and pre- 
miums collected outside of Wisconsin, 
and demanded only a nominal fee of 
$300 per annum from foreign companies 
in lieu of the one per cent. premium tax. 

“Thus the law remains practically 
to this day, and under it the taxes of 
the Northwestern Life Insurance Com- 
pany have gradually increased to over 
$500,000 per annum. Strenuous efforts 
have been made to procure a modifi- 
cation of this unjust and arbitrary law. 
I beg that I may not be misunderstood 
upon this question. I do not plead for 
the exemption of this Company from 
taxation. I entertain quite radical no- 
tions upon the subject of taxation. I 
believe that the burdens of taxation 
should fall upon all equitably.” 





Actuary William Finlay Somerville, 
for forty years with the Liverpool & 
London & Globe, has resigned, a Lon- 
don paper says. He is succeeded by 


Hugh G. Kilpatrick. 





The Human Side of Insurance 


























Judge W. A. Day, president of the 
Equitable Life Assurance, is shown in 
the above picture, seated fourth from 
right, during a gathering of the East- 
ern Century Club at a seaside resort. 
Standing in the back are (left to right), 


W. EE. Taylor, Superintendent of 
Agents; John B. Lunger, vice-presi- 
dent; George T. Wilson, second vice- 





president, and A. G. Borden, home of- 
fice director of clubs. Seated left to 
right are R. O. Walter, S. B. Rote, 
W. B. Keller, Pittsburgh; W. G. Phil- 


lips, New York City; Miss Bertha 
Strauss, William E. Graham, Pitts- 


burgh, and W. L. White, Allentown. 
It will be seen that Pittsburgh is a 
leading factor in the Equitable’s East- 
ern Century Club 








P. Hodgson, a representative of the 
Prudential Assurance Company of Eng- 
land, at a dinner recently, made these 
comments on the life insurance end of 
the war, affecting his company, which 
wil] interest readers of The Eastern 
Underwriter: “More than 50 per cent. 
of those of our chief office staff have 
already joined the colors. There are 
25 serving as officers and 321 serving in 
the ranks, and to these must be added 
110 officers and men who form our very 
highly qualified Red Cross detachment, 
who are on duty every night at the 
chief office in Holborn. Detachments 
have already answered 86 calls, and 
transferred 4,783 men to the various 
hospitals to which they have been al- 
lotted by the War Office. In addition 
to this many of the lady clerks are 
serving at Fishmongers’ Hall, which is 
used aS a temporary hospital for 
wounded officers. To return for a mo- 
ment to our sailors and soldiers, the 
Company have felt that while much 
consideration has been given in respect 
to existing policies on the lives of those 
who are actively serving the country, 
there is a very urgent demand for fur- 
ther provisions to be made in some of 
these cases, and for facilities for those 
who have not already made such pro- 
vision. In the hope of supplying this 
need the Company is now offering to 
grant a policy to anyone serving in the 
army or navy, between 18 and 45 years, 
the sum to be £10, payable in 15 years 
or in the event of previous death, for 
an annual premium of 25s., during the 
continuation of the war, and 12s. 6d. 
subsequently. ‘Provided the war does 
not last more than 12 months from the 
present time, in the event of survival, 
one premium of 25s. and 14 of 12s. 6d., 
making a possible total of £10 paid in 
Premiums, which represent the exact 
amount assured under the policy. Hav- 
ing regard to the casualty list, the rate 
of premium will be seen to be exceed- 
ingly moderate, and we think that the 
opportunity thus afforded will be 
greatly appreciated. Proposals for mul- 
tiples of £10 will also be favorably 
considered, and no medical examina- 
tion will, in ordinary circumstances, 
be required.” 

ss 

John W. Loomis, completing his forty- 
fourth year of service with the Aetna 
Life was remembered by his associates 
who placed forty-four roses on his desk. 


H. S. Shelor having “made good” as 
Eastern Oklahoma general agent for 
the National Surety, of New York, has 
been given jurisdiction over the entire 
State for the Company. Mr. Shelor 
who is apparently a hustler of the 
best Western type, joined the National 
in 1911. He has, says the Company’s 
management, “shown, remarkable apti- 
tude for learning the surety business 
as, indeed, he has in whatever under- 
takings he has engaged. He was an 
organizer and the first president of the 
Rotary Club, of Muskogee, and is presi- 
dent of the Commercial Club of that 
city. As any one there can tell you, he 
is an all around good fellow as well as 
a successfu man of business.” 

* s 7 


Frank W. McCaskey, has been out in 
the field organizing the forces for the 
Day & Hansen Security Company, Spo- 
kane, which recently took over the gen- 
eral agency for the casualty lines 
for the Aetna Insurance Company with 
a total of 80 local agents in the Inland 
Empire. The business was formerly 
handled from Portland. Frank W. Mad- 
dux, of the insurance department of 
the Day & Hansen Company, recently 
returned from Hartford, Conn., after a 
conference with the Aetna officials. 


B. F. Biliter, of Huntington, Ind., 
has been elected secretary of the 
Farmers National Life Insurance Com- 
pany of America. For twenty years 
Mr. Biliter has published the Farniers 
Guide and has made it one of the nine 
or ten best farm papers in the United 
States. It is a large weekly printed 
on calendered paper and with a guar- 
anteed circulation of above 100,000. 
Mr. Biliter also owns several large 
farms and is interested in quite a num- 
ber of business enterprises. He is a 
successful business man and a man of 
the highest character. From almost 
the beginning he has been a director 
of the Farmers National Life and for 
nearly two years has been a member 
of its Executive Committee. 


T. B. Macaulay, of thé Sun Life, has 
been re-elected president of the Canada 
Life Officers’ Association. Mr. Mac- 
aulay is well known in this country. 
His address on the war at the meeting 
of the Association of Life Insurance 
Presidents last month was a classic. 
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THE TIMES MAKES APOLOGY 


TO THE 





GERMAN COMPANIES 





Had Stated that They Were not Re- 
ceiving Remittances From 
Home Offices 





The carelessness and gullability of 
daily papers when dealing with insur- 
ance questions was illustrated this 
week when the New York Times print- 
ed an alleged cablegram from London 
intimating that German companies .n 
this country were not paying losses 
and were not remitting any cash to 
this country. 


Protected by American Assets 


In view of the fact that the reputable 
German companies are paying losses 
promptly, and that remittances have 
been received, although they are not 
needed as the companies transacting 
business here are amply protected by 
their American assets, the story was 
annoying nevertheless to the German 
companies. The Times’ story was as 
follows: 


Special Cable to The New York 
Times. 

London, Tuesday, Jan. 5.—The 
London Times says a London firm 
of insurance brokers has received 
a letter from New York in which 
the following passage occurs: 

“As you are perhaps aware, Ger- 
man underwriters have not been 
remitting any cash here since the 
commencement of the war, and 
Messrs. —— have no way at pres- 
ent by which they can avail them- 
selves of their insurance.” 

It appears that the assured, hav- 
ing been called upon to pay a gen- 
eral claim, have so far been unable 
to recover from their German un- 
derwriters. 


Times Backs Water 


On the following day it printed this 
apologetic story: 

Insurance brokers and agents 
representing German and German- 
American insurance companies 
were indignant yesterday over the 
extract from a letter printed in 
The London Times and cabled here 
for publication, saying that “Ger- 
man underwriters have not been 
remitting any cash here since the 
commencement of the war, and 
that certain of the assured have 
so far been unable to recover from 
their German underwriters.” 

In reply to this statement it was 
pointed out that, under American 
law, the American business of the 
four German companies operating 
here rests not upon assets in Ger- 
many, but upon assets in this 
country, carefully guarded by the 
Insurance Departments of the 
States in which these companies 
operate. 

H. N. Kelsey’s Statement 

H. N. Kelsey, United States man- 
ager of the Hamburg-Bremen Fire 
Insurance Company, said that his 
company had been in business here 
continuously for fifty-eight years, 
and that loss claims against it in 
these war times were being paid 
with the same promptness as in 
the last half-century. 

“Its assets in the United States,” 
said Mr. Kelsey, “are for protect’on 
of its American policyholders. They 
are invested in State, municipal, 
and standard railroad bonds, and 
are in the hands of American trus- 
tees and the various State Insur- 
ance Departments. 

“This is also true of the other 
German companies, the Prussian 
National, the Aachen-Munich, and 
the Nord-Deutsche Company. They 
are strong financial institutions, 
and are adjusting and paying their 


losses in the usual fair and prompt 
manner.” 
Nord-Deutsche and Mannheim Statement 
Orton G. Orr, of F. Hermann & 
Co., United States managers of the 
Nord-Deutsche’s marine depart- 
ment, and of the Mannheim, said: 
“Asamember ofafirm represent- 
ing two German companies I am in 
a position to state that one of these 
companies has remitted to the 
United States since the beginning 
of the war, and we have an ar- 
rangement under which they will 
remit funds to use at any time 
required. With the other company 
we have an arrangement under 
which we can draw through a firm 
of bankers here as required. In- 
asmuch as at present the United 
States managers of a company, 
whose head office is in a country 
involved in the present war, are 
not remitting their premiums to 
the head office, the United States 
managers are perhaps without ex- 
ception in possession of so much 
money that there is no necessity 
for a remittance.” 





KENTUCKY MERGER 


Citizens National and Inter-Southern to 
Consolidate—Combined 
Figures 





Resolutions were adopted by the 
directors of the Inter-Southern and the 
Citizens National Life Insurance Com- 
panies, at a meeting of each board on 
January 2,-at Louisville, authorizing a 
merging of the two to form a Kentucky 
company with a capital of $900,000, 
assets of $4,500,000 and insurance in 
force to the amount of $40,000,000. The 
stockholders of both companies have 
been duly notified of the action taken 
and the consolidation will probably be 
completed within twenty days or as 
soon as the ratification of the stock- 
holders has been received. It will re- 
quire a two-thirds vote of the stock- 
holders in favor of the consolidation 
to make the action legal but the d 
rectors are confident that they will 
experience no _ setbacks from. this 
source. 

James R. Duffin, president of the 
Inter-Southern, is the obvious canai- 
date for the presidency of the new 
organization because of the numerous 
internal disruptions which have oc- 
curred in the Citizens, making it inad- 
visable for Charles D. Pearce, president 
of that company, to serve as president 
in the new organization. There will be 
a meeting of the directors of the con- 
solidation as soon as the returns from 
the stockholders have come in, at 
which time the new officers will be 
elected. 





HARTFORD'S BAD YEAR 





City’s Fire Loss for 1914 Nearly $400,- 
000—Single Fire Causes $200,000 
Damage 


When the fire loss suffered by Hart- 
ford, Conn., during 1914, was totaled up 
it was found to be close to $400,000, 
one-half of the sum resulting from the 
destruction of the Union Station and 
auditorium fires in February. 

The city’s fire record for 1913 was 
$148,855. 





HOPE FOR CREDITORS 
Receiver D. 'M. Hill, of the Walla 
Walla Fire, of Walla Walla, Wash., is 
hopeful of finally closing the affairs of 
the concern within the next six 
months, paying its creditors a dividend 
of from five to ten per cent. 





STATE SCHOOL FUND 
A proposition is being considered in 
Kansas to require all school boards in 
the State to contribute to a special 
fund, out of which losses upon public 
school property will be paid. 
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MOVE BY STERLING OF INDIANA 





All Present Liability of Indianapolis 
Company Assumed by Connecticut 
Corporation 





Heavy losses in the past year, and 
the unfavorable outlook for the imme- 
diate future, induced the management 
of the Sterling Fire, of Indianapolis, to 
reinsure the entire outstanding liability 
in the Hartitord Fire of Connecticut. 
The Indiana company will continue a 
general agency business in Illinois and 
indiana, and will also write in certain 
Eastern States, though just which has 
not yet been fully determined. The 
Sterling agency in New York city has 
been instructed to continue its accept- 
ance of risks as heretofore, and the 
natural assumption is that the Com- 
pany will operate here indefinitely. W. 
H. Kenzel & Company have represent- 
ed the Sterling in the Metropolitan 
District for two-and-a-half years, dur- 
ing which time their average loss ratio 
has been remarkably low. 

Under its arrangement with the 
Hartford, the Sterling will share its 
risks with the Connecticut institution, 
and will prove a desirable feeder for 
the latter. It is not definitely known 
what commission was paid the Sterling 
for its reinsurance, though common re- 
port places the figure at close to 42 
per cent. 

The Sterling was formed in 1912 and 
had a fully paid in capital of $850,000. 
Its net surplus at the close of 1913 was 


$460,131. The Company wrote, in ad- 
dition to fire insurance, indemnity 
against loss through tornados. light- 
ning, windstorms, rent, profit, use and 
occupancy, cyclone and tourist bag- 
gage. 

Joseph C. Billheimer, the president 


of the corporation, was the former Indi- 
ana State Auditor. The underwriting 
management of the institution was in 


the hands of Vice-President Joseph F. 
Joseph, who had long and valuable un- 
derwriting experience both East and 
West, being especially well posted as 
to conditions in the latter territory. 
When Mr. Joseph first went with the 
Sterling he found a number of agency 
complications brought about by the 
former administration. These, it is un- 
derstood, were satisfactorily adjusted. 

The action of the Sterling simply em- 
phasizes the generally understood fact 
that 1914 was a period of unusual 
stress in fire insurance affairs, the 
hewer companies, without heavy re- 
serve accumulations, suffering espe- 
cially. 





LLOYDS LIQUIDATES 

The Underwriters at Merchants Fire 
Lloyds of ‘New York have begun liqui- 
dation proceedings. When the arrange- 
ments are complete, all policies exist- 
ant at the present time will have been 
canceled in order to establish a reserve 
sufficient to meet all liabilities and 
comply with the requirements of the 
insurance department. Fabre & Al- 
brecht of 95 William street, New York, 
the attorneys and managers, have in- 
stigated this action as a relief from all 
liability throughout the country. 





AFFECTING ANNEXES 

Insurance Commissioner Winship will 
endeavor to have passed by the Mich- 
igan Legislature certain measures af- 
fecting underwriters annexes represent- 
ed in the Wolverine State. Mr. Win- 
ship would strictly prohibit the use of 
misleading literature, compelling the 
annexes in their advertising matter to 
display the figures of their component 
companies separately. 





MARINE COTTON INSURANCE 

Secretary McAdoo asserts that the 
Federal Bureau of War Risks Insur- 
ance, is accepting liability up to $750,- 
000, upon ships carrying cotton to Ger- 
man ports, the liability being equally 
divided as between vessel and cargo. 
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BROKERS ACTIVITIES 











ALLEGES DISCRIMINATION 





Broker Contends That Insurance Com- 
panies Are Prejudiced Against 
the Colored Race 





William E. Giles, Jr., a broker of 
New York city, asserts that certain 
fire insurance companies are prejudiced 
against colored folks in their considera- 
tion of business, and that such an 
attitude is unwarranted. 

Write a local daily paper upon the 
subject Mr. Giles says: 

Please take notice that I desire to 
call your atention to the fact that 
various fire insurance companies oper- 
ating in this State are discriminating 
against the members of the colored 
race to such an extent that it is now 
very hard to get fire insurance in this 
section or any other section inhabited 
by them. 

For illustration, I offer in evidence, 
the case with several companies who 
refused to accept renewal on any of 
this business or transfer same after 
the fire which occurred at 132nd street 
and Fifth avenue winter before last, 
and also the fire which occurred in 
134th street between Fifth and Lenox 
avenues, on the south side, last winter, 
in which five houses containing many 
families were consumed. 

While the law does not permit any 
company to. discriminate between 
white persons and persons of African 
descent, still many of them resort to 
a subterfuge by 
applications to brokers who write this 
business, marked thus, “Dear Sir: 
Referring to your application of 
on property located at 
we regret to advise you that the risk 
is declined.” 

No longer than last week, I feceived 
a binder from one company which was 
signed, same indicating the fact that 
they accepted the risk for fifteen days, 
subject to the conditions of the said 
broker, and in the next day or so, they 
forwarded me a memorandum stating 
that “if I desired policies of this class 
of risk, I would have to col'ect from 
my clients in advance the premiums 
and bring it to them.” 

IT call this to your attention because 
I believe the power of the press is a 
great instrument toward protecting 
the rights of a defenseless class of 
peonle who are the victims of race 
prejudice, due to no fan't of their own, 
and hope that you will assist in call- 
ing this matter to the attention of the 
prover authorities. TI find that the 
nrejudice does not exist in other sec- 
tions. as T have been 2? broker for a 
number of years, holding first-class 11- 
ecense from the Insurance Department 
of this State and representing manwv 


clients in all sections of the city of 
wealth and inflnence, and have no 
trouble whatsoever in placing their 
risks. 

a. = 2 


Given Mass. License. 

Paul E. Alberte, of New York city, 
was among the number of brokers re- 
cently given licenses hv the Massa- 
chusetts Insurance Department. 


returning binders or - 


SUPERVISING BROKERS 





New York Insurance Department 
Guards Against Irregular Practices— 
issues 11,000 Brokers’ Licenses 





Among other activities of the New 
York Insurance Department during the 
past year, according to Second Deputy 
Superintendent J. J. Hoey, was the 
work of the brokers’ bureau through 
which 11,000 licenses were issued to 
proper applicants. Each new applicant 
was subjected to a thorough examina- 
tion and compelled to familiarize him- 
self with the duties of a broker before 
such license was issued to him. In 
addition to that, the complaint bureau 
took cognizance of every legitimate 
complaint against a broker, and com- 
pelled him to appear at the ‘New York 
office to explain any irregularity 
charged, and in that way maintained 
over the brokers a close supervision 
which was the best guarantee against 
irregular practices on their part. 

+ + . 


MARINE LINE FOLLOWS 





Marsh & McLennan to Place Additional 
Business for Canadian Pacific 
Railway 





Following the capture of the exten- 
sive fire insurance line covering on the 
properties of the Canadian Pacific Rail- 
way, Marsh & McLennan, thrvugn their 
Montreal office, will hereafter handle 
the marine risks of the corporation, 
formerly placed through London. The 
combined premium on the business will 
amount to $1,500,000 annually. Marsh 
& McLennan maintain a large and spe- 
cially trained engineering corps, in ad- 
dition to their underwriting staff, whose 
sole duty it is to inspect properties un- 


der their charge and recommend 
changes that will reduce the fire 
hazard. 

s se s 


Not “Our Sig.” 

Members of the fraternity must not 
confound the S. Tynberg, “an insur- 
ance man,” who recently suicided in 
New York city, with Sigismund Tyne- 
berg, the long-time popular broker. The 
deceased was an adjuster, who planned 
to enter the salvage wrecking business 
“Our Sig” does a brokerage business, 
is prosperous, happy, and it is hoped 
will live forever. 

* = 
Opening New York Office 

Klee, Rogers and Company, leading 
agents at Chicago, have taken attract- 
ive offices in New York city, which 
they plan shortly to occupy. In secur 
ing facilities here the Chicago firm is 
following the example set by a number 
of prominent agency brokerage houses 
of Boston, Philadelphia and St. Louis. 
The avenues for placing business in 
the metropolis are vastly superior to 
those of any other center, and concerns 
handling extensive lines, find a local 
connection of great value. 





STILL ANOTHER FOR KENZEL 

The latest, at this writing, fire insur- 
ance company to enter the New York 
city agency of W. H. Kenzel is the 
Granite State, of Portsmouth, N. H. 
The company is strong and popular and 
will be a decided accession to the offi- 
ces already represented 
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Continental Insurance Company 


The best company for a policyholder is the best 
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“An Agent Is Known by the Companies He Keeps” 
Fidelity-Phenix Fire Insurance Company 
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agent; a Fidelity-Phenix policy relieves him of it. 
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FIRE INSURANCE RATE MAKING 


Property Owners, by Reducing the Loss Record, Could Effect 
Great Saving in Premiums, Says Prominent Daily Paper 








Under the caption “Fire Insurance 
and the Public” the Evening Times of 
Rochester, IN. Y., some days ago, con- 
tained a well thought out and clearly 
written editorial on some present day 
fire insurance problems. We reprint 
the comments in question herewith: 

“It cannot be fairly or reasonably 
contended that those investing their 
money in the business of fire insur- 
ance should be denied a reasonable 
profit thereon. The business is ex- 
tremely hazardous, as is evident from 
its very nature and the large number 
of failures which its history records, 
and the public does not expect that 
the enormous amount of capital neces- 
sary for its maintenance and transac- 
tion be not allowed its just and reason- 
able return.” 

This paragraph is an extract from 
the report of the commission ap- 
pointed by the Governor of Missouri 
to consider and report on the fire in- 
surance business in that State. Less 
than two years ago 200 stock compa- 


nies, following the passage of the 
obnoxious Orr law, refused to write 
further insurance in Missouri, pre- 


cipitating an unparalleled condition of 
general business in which the State 
threatened to choke itself to death be- 
cause of the collapse of credit. Now, 
after an exhaustive investigation, Mis- 
souri rejects the idea of State rate-mak- 
ing, acknowledges the usefulness and 
necessity of company rating bureaus 
and intimates that the public is densely 
ignorant of the conduct of the fire in- 
surance business. 
A Grain of Comfort 

On top of this significant reversal of 
treatment of fire insurance companies 
in Missouri comes an important deci- 
sion, welcomed by the companies, from 
the ‘Appellate Division of the Supreme 
Court of New York State. The Green- 
wood Cemetery Association, through 
failure to comply with the order of the 
Fire Commissioner to install automatic 
sprinklers in its premises, was wilfully 
and culpably negligent and cause of 
action is started for the recovery of $1,- 
500 expense incurred by the New York 
Fire Department in extinguishing a fire 
in its building. This decision is a di- 
rect blow, and the first one evident in 
a long time in any part of the country, 
against criminal carelessness as a fire 
origin. 

The report of the Missouri Commis- 
sion and the decision of the Appellate 
Division, coming as they do hand in 
hand, have almost taken the breath 
away from the company managers, who 
had begun to expect little or no assist- 
ance from courts, State legislatures 
and public officials in the conduct of 
their business or toward minimizing the 
fire waste. Hostility against the great 
business of fire insurance has shown 
Itself very openly in many States of the 
country, especially in the southern and 
western, during the last few years. 
New York State is a notable exception. 
Here the State Insurance Department 
is supervising the rating bureau of the 
companies which is generally recogniz- 
ed by intelligent business men as a 
scientific means of estimating and de- 
termining equitable rates on properties. 
Laws prevent rate discrimination and 
rebating. 

Parenthetically, it could also be aptly 
stated that Rochester, under the direc- 
tion of the retiring Commissioner of 
Public Safety, Charles S. Owen, back- 
ed up by the Chamber of Commerce, 
has accomplished actual results in fire 
prevention. This kind of work, how- 
ever, is not prevalent in cities of the 
country. 

Mr. Ekern is Commissioner of Insur- 
ance in the wild wastes of Wisconsin 
where, like a famous automobile, a new 
law is born ever 30 seconds, beating the 
“sucker” record. Mr. Ekern has a fiery 


vocabulary which he recently directed 
against the fire insurance companies. In 
a speech before a meeting of insurance 
commissioners only last week he said 
that he did not think that the human 
cupidity shown by the fire insurance 
companies should be left to its own de- 
vices. He thought that the companies 
might well fear the anti-trust laws in 
the various States. So Mr. Ekern 
recommended the enactment of another 
batch of insurance laws, overiooking 
the fact, as have dozens of other “bush 
league” legislators, that fire insurance 
rates are directly based upon fire iosses 
and that reduction of the annual fire 
waste, which is about $225,000,000 each 
year, will be accompanied quickly by a 
reduction in rates. The baiting and 
harassing of fire insurance companies 
only increases the cost of doing the 
business, but the removal of the causes 
of fire and its spread—incendiarism, 
criminal carelessness, faulty building 
codes, inefficient fire departments, etc. 
-—decreases premiums. Those who cry 
the loudest against the fire insurance 
companies are usually owners of old 
shacks, buildings with dirty basements 
and other bad risks. 

In this city there are sprinklered 
risks written for eight and ten cents 
for each hundred of insurance for one 
year. An owner of a brick dwelling 
having a tile roof pays only $3 a thou- 
sand for three years’ insurance. The 
average householder can obtain $500 
furniture insurance for $1 a year. Gen- 
erally a manufacturer’s annual insur- 
ance premiums are much lower than 
other fixed charges, such as _ taxes, 
power, heat, etc. 

Approved bv Credit Men 

The story of the adjustment of the 
San Francisco losses of $225,000,000 
in 1906 is the most brilliant page in the 
history of fire insurance. Many com- 
panies, waiving all technicalities of 
contract, settled claims of from $2,000,- 
000 to $10,000,000 at 100 cents on a 
dollar. The National Association of 
Credit Men made a roll of honor of the 
companies which did their duty in the 
face of staggering financial losses. By 
the way, the credit men, who, as a 
rule, handle the insurance for their 
houses and who are in a position to 
know something about the conduct of 
the fire insurance business, are always 
guick to defend the companies against 
unjust attacks. 

Carelessness of the people, arson, 
faulty building codes and inefficient fire 
departments are not the only disccurag- 
ing features of the fire insurance busi- 
ness. Fire underwriters often make the 
comment that it is almost impossible 
to secure a conviction for arson despite 
the strong character of the evidence 
introduced. The State Fire Marshal’s 
Department of Michigan is now com- 
plaining that it is practically impossible 
to secure a conviction under existing 
statutes. In sOme cases persons have 
been acquitted after having confessed 
to arson in the presence of the prose- 
cuting attorney. In Kentucky the Court 
of Appeals has decided against the in- 
surance companies in aN arson case on 
the ground that the agent in issuing 
the policies failed to ask the assured 
if he had burned a previous place of 
business, although the person hired to 
set fire to the store in question con- 
fessed. Listen to the learned judge: 
“The appellants failed to make Cohn’s 
moral character an element of con- 
sideration in issuing the policies, as they 
did not ask him if he had burned his 
Morganfield store, and so do not pre- 
sent the case they now argue.” In other 
words in Kentucky a man has a perfect 
right to burn his property and collect 
insurance money. 

On the one hand is the great an- 
nual ash pile of twisted steel, crum- 
bled concrete and charred timbers; on 
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EXTINGUISHER 


IVES, not protection alone, but that which 
G is equally important, the constant feeling 
of security. Aside from its efficiency when the 
fire does come, it repays its modest cost a hun- 
dred times a year in peace of mind. 


The convenient size of this extinguisher, its 
readiness and ease of operation will mini- 
mize the fire peril in school or factory, hotel 

or theatre, hospital or home. 

Write nearest office for full information-- 
send a postal now. 

Brass and Nickel-Plated Pyrene Fire Extin- 
guishers are included in the lists of 
appproved Fire Appliances issued 
by the National Board of 
Fire Underwriters. 


| Pyrene Manufacturing Co., 1358 Broadway, New York 


PACIFIC COAST DISTRIBUTORS: Gorham Fire Apparatus Co., San Francisco, Los Angeles, 
3 Distributors for Canada: May-Oatway Fire Alarms, Ltd., Winnipeg, Toronto, 


Distributors for Great Britain and the Continent: The Pyrene Co., Ltd. 19-21 Great Queen St 
y. C. 
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the other hand is the prodigious pile 
of greenbacks annually spent by the 
American public for fire insurance pro- 
tection. Between these losses and pre- 
miums are numerous factors which in- 
crease or decrease either accumulation. 
How to Reduce Losses 
An efficient fire department and water 
works may cut down the losses and 
thereby reduce premiums; failure of 
Police to apprehend firebugs may in- 
crease the waste and raise the cost of 
insurance. Poor arson laws and in- 
ability of companies to obtain fair 
treatment in the courts is likely to re- 
sult in incendiarism or criminal care- 
lessness among a certain class of the 
insuring public. And so there are 
numerous other causes which constant- 
ly disturb this relation of losses to pre- 
mium income. 

Calm reasoning on the part of any 
man will show the injustice of blam- 
ing the companies for the cost of in- 
surance, for the enormous fire losses 
and for arson fires. It is not the pur- 
pose of the writer to absolve the com- 
panies from all censure; they have 
failed to meet the situation squarely. 
As the Missouri Commission intimated 
in its report, the public is densely 
ignorant of the methods of fire under- 
writing. The companies have been do- 
ing too much of their work back of 
closed doors; they have failed to take 
the public into their confidence and 
they are reaping the green fruits of this 
early neglect. The fire insurance com- 
panies are the last of the great public 
service corporations not to realize the 
necessity of wide-spread publicity, of 
the constant submission of their prob- 
lems and their methods to the public 
through the newspapers and other 
printed pages. And the story of fire 
insurance is such a fascinating one! 





J. W. Carroll, general agent for the 
National Surety at Columbus, Ohio, is 
associated with former State Fire 
Marshal J. W. Zuber in promoting a 
million dollar fire insurance company. 


PAY CITY BECAUSE OF FIRE 


VIOLATED 





PERMIT HAD’ BEEN 





For the Second Time Commissioner 
Adamson Has Fixed the Responsi- 
bility for Fire. 





The second case in which a fire has 
spread from the premises of the per- 
son or corporation, through whose fault 
or negligence the fire started, has been 
settled satisfactorily by Fire Commis- 
sioner Adamson, and he has received a 
check for $750 from the Universal Film 
Manufacturing Co. to cover the cost to 
the department for extinguishing the 
fire. The Fire Commissioner has been 
trying for some time to have this re- 
sponsibility fixed as in European coun- 
tries and this igs the second time he 
has been upheld by the law. 

The first time was in the case of the 
Greenwood Cemetery Association, who 
had been ordered by the Commissioner 
to equip the premises at 212 East 99th 
street with automatic sprinklers. Fail- 
ing to comply, the Cemetery Associa- 
tion was adjudged responsible for the 
spreading of the fire which started 
on their property and which would have 
been controlled had the order of the 
Commissioner been carried out. 

The ground was taken against the 
Universal Company that the fire start- 
ed from inflammable motion picture 
films, for which it had no permit to 
store. Under the direction of Assist- 
ant Corporation Counsel de Roode, the 
claim was settled outside of court for 
$750, which was one-half of the amount 
of the original suit. 

Whatever money is obtained by the 
fire department in this manner wil] be 
turned over to the relief fund of the 
department. 





PITTSBURGH AGENCY 
The American of Newark, has placed 
its Pittsburgh agency with the James 
W. Anott Co., Ltd. 
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BRITISH GOVERNMENT ORDER 


FIRE PREVENTION FOR THE ARMY 








Advice Given to Soldiers Give a Human 
Interest Touch to 
Conflict 





The British Fire Prevention Com- 
mittee has printed the following circu- 


lar, which has been generally dis- 
tributed to soldiers: 
WARNING! 


FOR TROOPS BILLETED 

In Public or Private Buildings 

In the event of fire, all windows 
and doors should be _ kept 
closed. Don’t run or shout. 

Keep calm as an example to 
others. 

If there is dense smoke, remem- 
ber that the air is clearer near 
the ground, so ‘crawl on the 
floor with a handkerchief, wet 
rag or towel in front of your 
mouth. 

Don’t wait until a fire occurs to 
find the best way out in the 
dark. Think of a couple of 
ways out beforehand. 

1. Matches. Don’t throw them down 
on the floor, even if you think they 


are out. Get “safety” matches if you 
can. 
2. Smoking. Don’t throw cigarette 


ends or ash on the floor. Don’t smoke 
in bed or in a barn or loft. 

3. Reading in Bed. Don’t read in bed 
by candle-light or oil lamp. 

4. Candles. Don’t use a candle with- 
out a candlestick with a good-sized bot- 
tom to it. 

5. Oil Lamps. Don’t place them 
where they can be knocked down. Fill 
them out-of-doors. 

6. Gas. Keep all burners clear of 
curtains, etc., that may be blown on to 
them. Don’t try to find an escape of 
gas with a light. 

7. Electric Light. Don’t Let any paper 
or similar shade touch the light. Switch 
it off if you smell a wire “singeing.” 

8. Fireplaces. Don’t have rubbish or 
paper around any fireplace or stove. 
Don’t hang up your washing to dry 
close in front of the fire, and then leave 
it there unattended. A draught may set 
it alight. 

9. Oil Stoves. 
out of draughts. 


Keep these clean and 
Don’t clean and fill 


them indoors. Keep the oil out of 
doors. 
10. Petrol and Oil. Keep all lights 


away from petrol or oil. Don’t smoke 
when handling petrol. Don’t light fires 
with aid of petrol or oil. 

Other Useful Hints 

One man should take on the job 
each week of attending to lights 
and- fires, and see to “lights 
out” at night. 

If there is no fender to the fire, 
try to fix up one; bricks on end 
are better than nothing. 

If there is no metal tray or stone 
under the gas or oil stove, get 
something similar as a make- 
shift. 

If you get a new oil lamp, see 
that it has a metal container 
for the oil, not a glass one. 
Hanging lamps ought to be 
strongly hung. See that they 
do not make the ceiling or 
beam they are hanging from 
too hot. If they do, fix up some 
kind of metal shade, or hang 
the lamps lower. 

All gas burners should have 
chimney globes or wire cages. 
Movable brackets that might be 
swung into curtains, wood- 
work, etc., are dangerous. 

If there are no ash trays for 
the smokers, use a plate, 
saucer or tin. 

When you fix up Christmas dec- 
orations and the like, don’t go 
in for tissue paper, cotton wool 
or celluloid decorations. 

When you give a girl a present, 
don’t buy celluloid articles, 


even if they look pretty. They 


burn like blazes, especially the 
hair combs. You can detect 
celluloid by its camphor smell 
if you rub it, even if it is sold 
under some high sounding 
name. 

Buckets of water should always be 
available and where oil or spirit is 
used buckets of sand. 

Stout blankets are useful for smoth- 
ering small fires. 





FARM PROPERTY 





Care to be Exercised in 
Writing Risks of This 
Character 


Extreme 





Comparatively few of the fire insur- 
ance companies care to write general 
farm property, and such as do take 
it, exercise extreme care in their se- 
lection. Some hints as to the why 
and wherefore are found in the fol- 
lowing advice given by the Fireman’s 
Fund to its local representatives. The 
Company says: 

A class of business that should be 
written with much care and good judg- 
ment is the remote farm risk, espe- 
cially in the Western country where 
the farms and ranches are large and 
the homes few and far between. In 
an old settled country where the farm 
solicitor knows every assured, and sees 
the property covered frequently dur- 
ing the year and watches it with much 
care, this class of business produces 
only a small margin of profit. 

The small farm dwelling, with stove 
pipes for chimneys, built for the tem- 
porary shelter of the homesteader, and 
a small barn with possibly straw cover 
for roof to serve the purpose of the 
proving-up process, to be readily aban- 
doned if the venture proves disappoint- 
ing, is not to be written under any 
circumstances. 

Full information on every farm risk 
should be furnished the company on 
an application signed by the insured. 

The title of the property should be 
shown, also whether or not the appli- 
cant is successful and satisfied, the 
character of product and whether it is 
too remote from the railway or market 
to ever be worth the work of a life 
time or a permanent home, and every 
other feature to show the desirability 
of the risk. 

All the insurable property should be 
included in the policy—the house and 


contents, the barn and _ contents, 
the outbuildings, the farm machin- 
ery and all livestock on the prem- 


ises (an equal amount on each and not 
to exceed a reasonable amount on any 
one animal) for a full term and a full 
premium. 

Never write a policy on livestock 
alone and never write a farm risk for 
a period of one year. 





PITCHER ON ADJUSTMENTS 

Members of the Insurance Society of 
New York listened to an interesting 
paper on “Unusual and Interesting Fire 
Loss Claims” by William R. Pitcher at 
the New York Board Room on January 
5. Mr. Pitcher cited the condition and 
practices of adjusting as it was when 
he first entered that field some years 
ago and, by examples of different 
cases that had come to his notice, he 
showed the progress and reform that 
had been accomplished with the pass- 
ing years. Pointing out the faults and 
the remedy, he closed with a word of 
advice and several suggestions to the 
younger members of the society who 
were contemplating careers as fire in- 
surance adjusters. 





FIRE LOSSES IN DECEMBER 

The fire losses in December, as pub- 
lished in the Journal of Commerce, 
total ‘$23,507,150, an increase of $7,381-- 
000 over the loss in the same month of 
1913. Of these losses, 427 were $10,000 
or over, thus adding to the wane of 
heavy fires which has devastated all 
parts of the country and making the 
total for the year $235,591,350, as com- 
pared with 224,723,350 for 1913. 





NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 
INCORPORATED 1811 
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“STRONG AS THE STRONGEST” 


The Northern Assurance Co. 


(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 
Losses Paid - - $85,000, 000 
Losses Paid in U. S. - $28,000,000 
EASTERN AND. SOUTHERN DEPARTMENTS 


55 John Street 


NEW YORK CITY 


WESTERN 
ASSURANCE CO. 


of Toronto, Canada 
FIRE and MARINE 
UNITED STATES BRANCH 


January 1, 191 
Assets nell ss 


W. R. BROCK, President © 
W. B. MEIKLE, Vice-Pres. & Gen. Man. 

















Authorized Capital $500,000 


Brirnit National Hire 
Iusuraiue Cn. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 


lines of permanence 


AGENCY CONNECTIONS SOLICITED 








Firemen’s Insurance Co., Newark, N. J. 


Statement January 1, 1914 


IE Ti 5 66.55. ox 6s nsdn sd «60088860 seeoscenesen $1,000,000.00 
TRO-TRGUTORCS TRORREYD a 5. ooo cvcccccccccceces secs 2,845,185.81 
Reserve for Unpaid Losses and All Other Liabilities... . 273,985.87 
Se I, 654.9:5s ncbcddedd'0 4542050 ssSnekess 2,720,038.31 
DER, RET «6 0:60: 5: 6:09509 008.000 0504003002 0600800 $6,839,209.99 


During a successful record of 58 years this Company has paid losses exceeding 


$ 14,000,000.00 


DANIEL H. DUNHAM, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER. Secretary 
EARL BASSETT, Vice-President J. K. MELDRUM, Assistant Secretary 








Crum & Forster 
NEW YORK 


GENERAL AGENTS 


$14,249,072.19 


The North River 


Insurance Co. of New York 
INCORPORATED 1822 


Total Assets of all Companies Repre- 
sented by this Office December 31, 1912 











LOGUE BROTHERS & CoO. 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING THE 
MICHIGAN COMMERCIAL INSURANCE CO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CoO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CoO. 
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and equipping a drill school for the 
Hackensack Fire Department; (b) 
NEW JERSEY NOTES drilling and training the members af ti i 
the drill school and at company Fire, Tornado and Automobile Insurance 
———!_ quarters. * 
QUESTIONS FOR FIRE CHIEF 5. A fire occurs in a frame row, 125 American of N ewark 
feet long and 35 feet deep, occupied Chartered in 1846 
for dwelling purposes. The building is CapitalStock - - - $1,000,000.00 
PREPARED BY COMPANY EXPERT three stories and basement in height Liabilities : 5,452,043.92 
and has a 3 feet continuous roof space. Special Reserve Fund - | 300,000.00 
Examination Held in Hackensack Illus- It is divided into five parts by stud- NetGurplus - - + _3,252.859.29 
trates Judgment is Demanded by ded partitions extending from the Total Assets - - $10,004,903.21 
the Insurance Experts. basement to the roof space. On your P. L. HOADLEY, President 
arrival you learn that the fire started ss Vv s C. W. Bailey, V. Pres’t 
Charles H. Fischer, head of the en- in the basement; you observe smoke (3. E. Sheldon, V. Pres't. nds ves tae fa coca ag 
gineering department of the Atlee coming from the roof space. What i". Hoadley, Secretary A. GC. Gyphess, Teens. 
Brown office, recently held an exami- would you. do and give the order in 
nation for candidates for paid chief of which you would do it? 
_ en ee The ex _ 6. It is desired to keep a complete ATLANTIC CITY RATES 
amination was interesting because i i ‘4 me ——  e 
chien ee cee ah Mek a abe © set of records in the Hackensack Fire 1853 Sixty -First Year 1914 


fire chief in a small town should know. 
The examination follows: 
The Examination. 

1. As the Chief Engineer of the 
Hackensack Fire Department you are 
called upon, by the Improvement Com- 
mission, to submit a report showing 
the present (a) method of organiza- 
tion of the Hackensack Fire Depart- 
ment; (b) the present apparatus in the 
department, giving the capacity of the 
engines where engines are installed; 
(c) the minor equipment generally car- 
ried on the hose wagons and on the 
trucks; (d) the organization, manual 
strength and the location of each com- 
pany in the department; (e) the pres- 
ent methods used for drills and train- 
ing; (f) the present methods of fight- 
ing fires that appear to be incifient 
and fires that appear to have extended 
beyond the incipient stage. 

2. After you have submitted the re- 
port called for above the Improvement 
Commission requests that you forward 
your criticisms and recommendations 
for improvements of (a) methods of or- 
ganization of the Hackensack Fire De- 
partment; (b) the present apparatus in 
the department; (c) the present minor 
equipment on the hose wagons and on 
the trucks; (d) the organization, man- 
ual strength and distribution of each 
company in the department; (e) the 
present methods of fighting fires that 
appear to be incipient and fires that 
appear to have extended beyond the in- 
cipient stage. 

Garage Fire. 


3. In sketch No. 1, the building 
marked “A” js a three-story frame 
garage; the building marked “B” is a 


two-story fire department house (hous- 
ing the fire alarm apparatus); the 
building marked “C” is a _ two-story 
joisted brick stable and the building 
marked “D” is a three-story joisted 
brick hotel with frame addition on the 
rear within ten feet of building “C.” At 
12:30 p. m., while you are on your meal 
leave an automobile on the first floor 
of the garage (Building “A’’) ignites; 
the gasoline tank explodes throwing 
burning gasolene over several] other 
cars which take fire, and their tanks 
explode, spreading the fire over the 
first floor. A citizen passing observes the 
fire and rushes into the fire department 
house (Building “B”) and gives the 
alarm. The company responds with 
the combination chemical and hose 
wagon, and the officer in charge en- 
deavors to extinguish the fire by the 
proper use of the chemicals, but 
on account of the vertical openings the 
fire spreads to the second floor. The 
officer immediately withdraws and or- 
ders two lines stretched from the 
hydrant at the corner of Main and 
Mercer streets, and at the same time 
orders the nearest ‘box pulled. You re- 
spond, and on your arrival find that the 
entire garage is burning and the fire 
has spread to Buildings “B” and “C” 
and to the frame extensions of the 
hotel (Building “D’”). You are also 
advised that the row of frame build- 
ings (not shown on the sketch), located 
at the corner of Mill and Mercer streets 
has started to burn from flying brands. 
Fire in Frame House 

What would you do and give the or- 
der in which you would do it? 

4. What do you consider to be the 
modern methods of (a) organization 


Department. What records should be 
kept and what should the different 
records include? 

7. (a) What do you consider to be 
the value of inspecting buildings by the 
uniformed force of the fire department? 
(b) How would you organize such a 
system of inspection? (c) What kind 
of inspections would you have made 
and what records would you have kept 
of such inspections? (d) How would 
you have violation of such regulations 
as you may adopt removed and what 
power and authority do you consider 
you would need to enforce the ruling 
of the department? 





NEWARK’S FIRE RECORD 





Loss for 1914 is $1,229,771 as Compared 
With $689,093 for 
1913 





The Newark fire loss for 1914 is 
$1,229,771 as compared with $689,093 
for 1913, almost double. The figures 
are from the report of C. Albert Gas- 
ser, of the Bureau of Combustibles. 

Two of the largest fires of the year 
were those at the Baker Printing Com- 
pany plant March 14 and in the Wilson 
building at Mechanic and Lawrence 
streets September 7. Four alarms were 
sounded for each of these. Other large 
fires were at the Lister Agricultural 
Chemical Works and in the shoe fac- 
tory of the James A. Banister Com- 
pany in Washington street and the blaze 
at the Aldine apartment-house. 

The principal cause of the fires was 
matches, says Mr. Gasser. Heating and 
lighting arrangements followed in order 
named as causing fires, and then smok- 
ing. The city has been free of mov- 
ing picture fires during the year. A 
majority of the blazes were in  «.well- 
ings. The insurance men take with a 
grain of salt the reasons given for 
causes of fire. The truth is that the 
causes in many cases are not known 
and Mr. Gasser is merely guessing. 

In explaining the increase in the 
number of alarms Captain Gasser said 
it was because the people have been 
urged to send in alarms for the slight- 
est cause. Delay proved disastrous at 
the Baker fire, the Banister loss and 
the Lister fire. 


Some Companies Would Write More 
Freely if They Were Higher Than 
at Present 





There is a sentiment among some 
companies that they could get better 
rates in Atlantic City if not compelled 
to live under the Ramsay Act. These 
companies can decline a risk, but can- 
not name a rate unless they want to 
make an individual filing, which is in- 
convenient and undesirable for many 
reasons. The Ramsay Act holds rates 
down in Atlantic City so much so that 
some companies decline to write dis- 
tricts. 

Talking about Atlantic City’s low 
loss ratio leads to specious arguments. 
That the city has a conflagration haz- 
ard is not to be doubted, and because 
there has been no such sweeping fire 
in the past does not mean that the city 
is free from such a catastrophe in the 
future. 


OPEN NEW YORK OFFICE 





Terrill & Wordley Co.’s Activities— 
John T. Morlock With the 
Agency 





The Terrill & Wordley Co., which 
started doing an insurance business 
last year, has opened offices in New 
York City with Arthur F. Houts in 
charge. John T. Morlock has resigned 
from the Morlock & Geiger Company, 
and has joined the Terrill & Wordley 
Co.’s forces. The company has the fol- 
lowing agencies: ‘Newark Fire, Stand- 
ard, Cleveland-National, Niagara-De- 
troit Underwriters, Eastern Underwrit- 
ers and British Underwriters. 

Charles C. Ulrich is insurance man- 
ager of the agency. 





ATLANTIC CITY’S FIRE LOSS 

The fire loss of Atlantic City for 1914 
was $48,300, as compared with $15,694 
for 1913. 

The Atlantic City “Review” in 
cussing these figures says the 
ance companies “made a clean half 
million net in premiums. Much 
wanted insurance reform laws passed 
at Trenton two years ago have effected 
a slight improvement in Atlantic City’s 
situation. Rates have been lowered in 
some instances; raised in others.” 


dis- 
insur- 


FARMERS’ 


Fire Insurance 
Company 


YORK, PENNSYLVANIA 


Assets (Dec. 31, 1913) 
Net Surplus “ 


$1,152,425 
542,514 


W. H. MILLER, President 
A. S. McCONKEY, Secretary and Treasure 











SHOULD PULL GET LOWER RATE? 





Newspaper Owners Seem to Think 
They Should Be Favored Over 
Other Property Owners 





The selfish motive behind the at- 
tacks made upon the insurance rating 
organization by newspapers in New 
Jersey is again demonstrated in the 
case of the Asbury Park editor whose 
paper is pounding the insurance com 
panies. It develops that this man owns 
a theatre. The old rate on it was 4 per 


cent. Later, he succeeded in getting 
it written at a cut rate of 2% per cent. 
for three years. Under the new rat 


ing the risk pays 2% 
Hence, his grievance. 

If property owners knew that news- 
paper owners objected to rating laws 


per cent. a year. 





because the newspaper owner is not 
favored, how would they like it? 
Should a man get a better rate merely 
because he happens to own a news- 
paper as well as a theatre? Should 
his theatre get a better rate than other 
theatres of the same grade because he 
has a pull? 

At a meeting of the Fire Insurance 


Society of Newark, Captain C. Albert 
Gasser, of the Bureau of Combustibles 
and Fire Risks, that city, spoke on this 
topic: “Help and Co-Operation Want 
ed in Reducing the Fire Loss.” 














First National Fire Insurance Company 
of the United States 


WASHINGTON, D. C. 


STATEMENT OF CONDITION JUNE 30th, 1914 
As shown by an examination made by the Insurance Department of the District of Columbia 











ASSETS. LIABILITIES. 

ee CN as visti ec scswncoses $254,500.00 | Outstanding Fire Losses............... $32,869.54 
I TING, os eho 0.6.04 6-40 0.60.00 0.910 246,850.00 | Unearned Premium Reserve............ 203,091.15 
Bonds (Market Value)..............-. 868,797.60 | Accrued charges on Real Estate......... 5,208.43 
Cash in Banks and Office.............. 89,182.43 | All other Liabilities....... reer 5,311.09 
es ca vesananens 64,650.96 | Capital Full Paid.................... 848,527.50 
Interest and Rents due and accrued..... 26,694.33 | Capital Part Paid...... Oe re 37,560.00 

| PE GRINS o's 0 9 iv.0 s0 5 640686 8 O08 CURSO | SUC occ ccccens. Se ee 424,240.86 
PD cP eSeKekaee sea ehacawe nee $1,556,808.57 Aree ee ee $1,556,808.57 

Surplus to Policyholders, $1,310,328.36 | 
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CONCLUSIONS 





Engineers of National Board Review 
Conditions of One of the Country’s 
Most Interesting Fires 





One of the most destructive indus- 
trial plant fires of recent years occur- 
red the night of December 9, 1914, at 
the works of Thomas A. Edison, Inc., 
in West Orange, N. J. 

Owing to the well-known character 
of the plant, the severity of the fire, 
and the prominence of Mr. Edison, the 
newspapers gave unusual attention to 
the disaster. Extravagant statements 
were published which have called forth 
numerous inquiries from our members. 
This short report is issued to furnish 
our membership with a reliable state- 
ment of fact concerning the character 
of the fire and a brief summary of the 
results. A complete report is being 
prepared jointly by the National Board 
of Fire Underwriters and the National 
Fire Protection Association, which will 
be published later. 

The portion of the plant within street 
lines subjected to the spread of this 
fire was approximately ten (10) acres; 
a little over six (6) acres were burned, 
and practically everything combustible 
consumed. In fact, it is seldom that a 
fire makes such a clean sweep of burn- 
able material. With the exception of 
necessary yard space for light and 
transportation purposes, the burned 
over area was covered with buildings, 
the majority of them being connected 
to each other 

One life was sacrificed in the fire, 
and the property loss has been vari- 
ously estimated from ‘$750,000 to $3,- 
000,000. The total outside insurance 
carried is said to be about $200,000. 
The final loss value will depend upon 
the amount of salvage of machinery 
and the extent of reconstruction neces- 
Sary to put the fireproof buildings in 
satisfactory working condition. 

The buildings were essentially of 
three types, five-story reinforced con- 
crete; one to three-story joisted brick, 
or brick with unprotected steel struc- 
tural members, and frame _ buildings. 
The latter were usually low and small. 
The buildings were filled with combus- 
tible material, a large portion of which 
was highly inflammable, such ag nitro- 
cellulose motion picture film stock, 
wax, varnished cabinet stock, wire in- 
sulating, and japanning materials, oils, 
varnishes, chemicals and packing ma- 
terials. 

The fire started from unknown cause 
in the motion picture film packing de- 
partment, located in a long two and a 
half story building of wooden frame- 
work, with corrugated metal covering. 
This building was connected to one of 
the reinforced concrete buildings in 
both stories by large openings. The 
very combustible contents produced an 
intensely hot, rapid fire, which quickly 
spread to the adjoining building, also 
to nearby buildings on the other three 
sides. One of the first of these to 
ignite was a three-story framé cabinet 
factory, which paralleled the film test- 
ing plant, at a distafice of 30 feet, and 
having the first story open. A portion 
of this building was sprinklered, and 
was the only one of the burned build- 
ings so equipped. The sprinklers were 
not effective. , 

Chief Interest of Fire 

The fire started at 5:30 p. m. and 
burned fiercely until after midnight be- 
fore control'ed. Approximately four- 
teen (14) buildings, half of which were 
reinforced concrete, were fire swept. 
So many of the buildings were contin- 
uous with each other the exact number 
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buildings was in accord with ordinary 
experience, namely, total loss. The 
chief interest of the fire centers 
around the effects produced upon the 
reinforced concrete structures. Of these 
five ‘were five stories high and one a 
three-story building. Their total 
ground area is approximately 64,000 
square feet. One of the buildings used 
for office purposes was iso'ated. Four 
of the other buildings were built con- 
tinuously with each other, and all were 
attached to buildings of a lower grade 
of construction. 

Among all these buildings there was 
not a single standard fire wall. and in 
only a few cases were there any at- 
tempts at cut-off walls at all, None of 
these buildings had sprinkler protec- 
tion, and vertical openings were but 
partially protected. Over 50 per cent. 
of the side walls were wooden sash 
windows. Not a fire shutter or fire 
window in the burned area, and the 
distance between parallel wings of the 
building only 30 to 50 feet. 

Standpipes and hose were provided 
in most of the buildings, but apparently 
they were of little, if any, service. Very 
rapid spread of the fire coupled with 
insufficient water supply rendered 
them useless. Testimony is plentiful to 
the effect that some of the fire engines 
which responded to the alarm were 
unserviceable for want of water. It was 
dificult to throw a stream above the 
third story. 

Ignored Fundamentals 

From the foregoing description it will 
be seen that the whole plant was a 
striking example of disregard of the 
fundamental principles of fire preven- 
tion-in both construction and equip- 
ment. The fireproof structurés could 
not burn, but, owing to the defects men- 
tioned, they offer practically no resist- 
ance to complete destrnetion of con- 
tents. 

The concrete buildings, though badly 
damaged in many places, are all stand- 
ing with the exception of the upper 
three stories, which collapsed at the 
corner of one building. The area in 
volved in the collapse was nearly 6,000 
square feet. There are rumors that this 
failure resulted from an explosion; the 
facts are being investigated. 

With one exception the buildings 
were similar in design, consisting of 
square columns, with girder and beam 
construction. The exception was a 
three-story building with round columns 
in the lower two stories. 

Throughout most of the buldings the 
fire was particularly destructive to the 
corners of the square columns. In two 
or three of the buildings where the heat 
was especially intense, nearly every 
column in certain stories has one or 
more corners badly shattered. In 
three cases, three to five columns in an 
exterior row completely failed by diag- 


onal shear, but the integrity of the 
buildings above was not vitally im- 
paired. 


In many of the columns the reinfore- 
ing bars are exposed in a distorted con- 
dition for nearly their whole length 
Many other co'umns where the corners 
are not actually split off are cracked 
along the line of reinforcement bars. 

The floor construction appears to 
have withstood the fire much better 
than the columns. Some cf the beams 
show perceptible sag, many have cross 
cracks, and occasionally the concrete 
has dropped from the bottom, exrosinz 
the reinforcing hars. With few excen- 
tions the floor slabs seem to be in fair- 
ly good condition. Loading tests will 
probably be necessary to determine 
how much flooring wiil need to be re- 
newed. 

The damage to the structure of the 
office building was not severe. and por- 
tions of other buildings wnere the con- 
tents were not especially inflammable 
are also in good condition. 

Engineers, experts in concrete con- 
struction. have been retained to advise 
upon methods of reconstruction. They 


have decided that all the buildings can 
be repaired and used again for their 





How Interest of Buyer and Se'ler of 
Property on Installments May 
be Safeguarded 


Local agents, and particularly those 
of limited experience, will be interest- 
ed in the subjoined hints as to the 
correct method of writing a policy cov- 
ering a real estate transaction effected 
on the installment plan. Addressing 
its representatives upon the subject 
the Fireman’s Fund, of San Francisco, 
says: 

Policies on property sold on the in- 
stallment plan, or on contract for deed, 
where the seller always retains an in- 
terest until the last payment is made, 
must, to cover all interests, to save 
misunderstanding in the adjustment 
and payment of the loss, be written in 
the names of the seller and the pur- 
chaser. 

A policy written in the name of the 
purchaser, who may have paid fifty per 
cent. of the purchase price, when a 
total loss occurred, will pay not to 
exceed fifty per cent. of the value of 
the property at the time of the fire— 
that being the limit of the interest of 
the purchaser in the property; and the 
seller, the payee, whose interest in the 
property is not insured in that policy, 
will unless he has his interest insured 
under another policy, stand his own 
loss. 

A policy written in the name of the 
seller, with loss payable to the pur- 
chaser, under same conditions as 
above, will lead to the same results. 

The policy written in the names of 
the seller and the purchaser both 
named in the blank following the words 
“Does insure,” covers any and all in- 
terests that both, or either, may have 
in the property at the time of loss. 
The interest in the property passes 
automatically from fhe seller to the 
purchaser as payments are made; and 
the insurance named in the policy 
passes with and continues to cover 
the increased interest of the purchaser 
with the correspondingly reduced inter- 
est of the seller. 

A policy written in the name of 
either the seller or the purchaser, with 
or without loss payable to the other, 
covers the loss on the interest only of 
the party named in the policy in the 
blank immediately following the words 
“Does insure.” 

A policy written in the name of the 
seller or of the purchaser, with loss 
payable to the other, does not prevent 
the other, the payee, from legally se- 
curing a policy on his interest, open- 
ing the door to double insurance with 
a fraud or a fight in which the com- 
pany will suffer. 

The reason for issuing policies in 
the name of the purchaser, or in the 
name of the seller, with loss payable 
to the other, because the parties or the 
lawyers will not agree to insure in the 
names of both, is not good. The in- 
sured or the lawyer knows nothing 
about insurance, other than to get the 
lowest rate and secure the largest re- 
covery in case of loss; the agent does 
know. and must not sell a fraud or 
fight-breeding contract. 


original purpose. Defective columns 
will be replaced with new ones where 
necessary, and repaired in other cases. 
The portion of the building where col- 
lapse occurred will be rebuilt. Recon- 
struction work is in active progress at 
this time. 
Irregularity in Concrete 

Although these concrete structures 
were seriously injured by this fire, we 
should not therefore lose confidence in 
well constructed buildings of this type. 
In several respects these buildings 
were not well constructed. The con- 
crete was. on the whole. of fairly good 
quality: however. considerable varia- 
tion existed in both quartity and quality 
of the aggregates used. This irregu- 
larity in composition may have con- 


reinforcement was very bad. Whether 
this was due to faulty design or care- 
less workmanship we are at present un- 
able to state. There is not a single tie 
to be seen around the vertical rods in 
any column, and the lapping of the rods 
was very carelessly done. The number 
and diameter of such rods were quite 
inadequate for the size of the columns. 
If a sufficient number of properly tied 
rods had been used, probably most, if 
not all, column failures would have 
been prevented. 

The reinforcement in the beams was 
improperly spaced, and very few stir- 
rups appear to have been used—many 
beams have none at all. Some of the 
few stirrups used were lapped under 
the bottom of the beam rods. 

There were many defects which would 
never be permitted in first-class re- 
inforced concrete work to-day. These 
defects, coupled with the rapid expan- 
sion of the structures, due to the quick, 
hot fire, were undoubtedly the cause 
of the failures in the concrete. 

It is a’so evident that the square type 
of column is not suited to withstand 
such a fire. If well designed round, 
hooped columns had been used, it is 
probable that the results would have 
been quite different. 

The forthcoming series of fire tests 
to be mode at the underwriters’ labora- 
tories, upon full size loaded columns 
to determine the efficiency of different 
types of protective coverings, will have 
an added significance as a result of 
this fire. 

The one forceful! lesson which the 
fire teaches is that no matter how fire- 
proof factory buildings are construct- 


ed, neglect to provide adequate fire 
prevention measures, such as fire 
walls, automatic sprinklers and fire 


windows, simply invites disaster. 





PAY DIVIDENDS AS USUAL 





Hartford Insurance Companies to Dis- 
burse Over $1,425,000 to Their 
Stockholders. 





Notwithstanding the fact that 1914 
was an unusually hard year for general 
insurance interests, the Hartford com- 
panies will pay their customary divi- 
dends. These, it is figured, will aggre- 
gate $1,425,000, the distribution, accord- 
ing to individual offices, being as fol- 
lows: 

Fire Companies (Estimated) 


ae ee SS eee $250,000 
Connecticut, 4 p. c. qu........ 40,000 
Hartford, 10 p. 6. @W......5.... 200,000 
oe Se a eee 100,000 
Peo, © BG QBs oc cccsccccas 150,000 
Standard 4 p. c. semi-annually. 30,000 

$770,000 


Life Companies 
Aetna Life Ins. Co., 2% p. ¢. qu.$100,000 
Aetna Life Ins. Co., 5 p. c. (ac) 200,000 


Conn. Gen., 5 p. ec. semi-an.... 20,000 
Travelers Ins. Co., 4 p. c. qu... 200,000 
$520,000 


Casualty and Surety Companics 


Hartford St. Insp. & Ins. Co., 
I Rg ic dissin ark a Satake ie $ 30,000 


Aetna Acci. & Liab. Co., 2% 
A WUE ccna Paterna Padig aaron eas 25,900 
Trav. Indef. Co., 8 p. c. annual. 80,000 
$135,000 





CAPITAL NOW $400,000 

After investigation the New Jersey 
Insurance Wepartment has approved 
the increase in capital of the New 
Brunswick Fire, of New Brunswick, 
from $200,000 to $400,000. Under Presi- 
dent Vieman’s administration the Com- 
pany is forging ahead steadily and sat- 
isfactorily. 


LOUISIANA LAW OPERATIVE 

On January first the new employers’ 
and workmen’s compensation law for 
Louisiana became operative. 
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TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, Workmen's Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds, 


Head Office for the United States 
57-59 WILLIAM ST.,NEW YORK 


Western Department: Pacific Department: 
38 $0. LaSALLE STREET 332 PINE STREET 
Chicago, lil. San Francisco, Callf 











CONTRACT BOND COLLATERAL 





Company to Require 20 Per Cent. De- 
posit—Long Term Bonds—Most 
Agents Not Affected 





The National Surety Company of 
New York has adopted a new program 
requiring a collateral deposit of 20 per 
cent. of the amount of the contract on 
all paving bonds involving maintenance 
of five years. For shorter periods a 
deposit of 5 per cent. for each year is 
called for. The collateral offered must 
be of the very best description and be 
deposited at the home office unless 
otherwise authorized. 

This action has been taken because 
it believes that it is not the best under- 
writing practice to execute bonds of 
Jong periods to corporations and _in- 
dividuals unable to offer reasonable se- 
curity. On such long term bonds the 
bonded party often times goes out of 
business or in some other way places 
the company liable to increased re- 
sponsibility and expense. It has not 
been the general custom of the com- 
pany to execute such bonds and, for 
that reason, the ruling will not affect 
the majority of its agents and those 
who are, will undoubtedly be able to 
make satisfactory arrangements. 

Increased Bank Rate 

The increased rate of 50 cents which 
the National Surety Company of New 
York promulgated as of Dec. 1, 1914, 
is applicable only to banks having less 
than $20,000 capital, but the larceny 
and embezzlement forms apply to State 
and private banks with a capital of 
$25,000 or less. 





H. W. CLUFF IN CHARGE 





Succeeds F. S. Garrison as Head of 
New Amsterdam Casualty’s Plate 
Glass and Burglary Branches. 





Assistant Secretary H. W. Cluff, of 
the New Amsterdam Casualty, of New 
York, is in direct charge of the Com- 
panv’s plate glass and burglary insur- 
ance department, succeeding as man- 
ager F. S. Garrison, resigned some days 
ago to join the Travelers. 

Mr. Cluff is unusually well known to 
the local insurance fraternity, having 
been connected with the New Amster- 
dam for twelve years. and prior thereto 
associated with his father’s prominent 
local fire agency. He has profited by 
his unusual training, and knows the 
business in all of its many angles. 








PLATE GLASS BUSINESS 


MAIN HAPPENINGS LAST YEAR. 








Dissensions Among Managers Together 
With Increased Cost of Product 
Eliminates Profit. 





Reviewing the plate glass business 
for 1914 in the Journal of Commerce, 
Nelson D. Sterling, superintendent of 
the plate glass department of the Fi- 
delity and Casualty Co., says the year 
has been a discouraging one in every 
way. The absence of effective co-opera- 
tion between the companies made it 
necessary for the Insurance Depart- 
ment to take a hand in the affairs of 
the business in order to prevent utter 
demoralization. 

In addition to internal disruptions of 
the business, it was necessary for the 
companies to cope with the increased 
cost of plate glass. Necessary ingredi- 
ents could not be imported from Ger- 
many and the resources of this country 
proved inadequate to supply the de- 
mand resulting in an increase of from 
twenty to thirty per cent. in value. 
This, however, would have been but 
a small matter had the companies con- 
sented to stand together. 

On the contrary, the better grade 
companies had to stand by and se® 
non-bureau companies in districts sup 
posed to be “bureau territory,” knock 
the bottom out of existing rates. This 
is the attitude and practice which has 
ben characteristic of the year and sig- 
nificant of its result. In spite of this 
experience, there seems no probability 
of an early change in the near future 
except in so far as the rate situation 
in greater New York city may be bet- 
tered. This situation has been caused 
by circumstances which could have 
been averted had there heen a willing- 
ness on the part of all concerned to 
act unselfishly and for the general good 
of the business. 

The admission to the Plate Glass 
Service and Information Bureau of sev- 
eral companies who refused to act in 
accordance with its regulations and 
their subseqvent actions trought about 
the disbanding of the Bureau. After 
this, fabulous brokerage commissions 
and big cut rates flourished unchecked 
for a time and the total demoralization 
of the business seemed eminent. The 
Plate Glass Insurance Alliance of 
America which was formed immediate- 
ly vpon the disbanding of the bureau, 
on November 1, did all in its power 
to effectively fill the breech but with- 
out the co-operation of all the compan- 
ies in all places, its work will be gen- 
erally hindered. 

The Plate Glass insurance compan‘es 
are face to face with a very material 
increase in the cost of loss adjustments 
with no brilliant prospects for 1915 to 
augment the bitter pill. Unless better 
and different methods are adopted, 
“plate glass insurance interests will be 
in a tumultuous state to the loss of all 
concerned, and progress toward the 
goal of sane business conduct will have 
somewhat the same standing as peace 
in Europe.” 





AUTO ACCIDENT DECISION 


The case of Granger vs. Farrant be- 
fore the Supreme Court of Michigan 
is one of the first in which a ruling 
is made as to liability for injuries re- 
sulting from crowding an automobile 
off the road. The court held that the 
driver of an automobile who overtakes 
and passes another car at such speed 
and returns to the right side of the 
road so close to it as to disconcert its 
driver by striking the car and causing 
it to swerve over the embankment is 
liable for the injury thereby inflicted 
vpon the occupants of the car, although 
the blow was not sufficient to propel 
the car over the embankment. 





Notice to Brokers 





disability. 





New Accident and Health Policies 
AMERICAN LEADER DISABILITY OR ACCIDENT POLICIES 
Premium 20% less than other policies giving 
the same weekly indemnities. 
IDEAL DISABILITY OR ACCIDENT POLICIES 
Broader and better than any other on the market. 
“Not necessarily confined to the House,” at no extra cost 
INTER-COMMERCIAL DISABILITY OR ACCIDENT POLICIES 
Pay large indemnities for accidental injuries or illness. 
policies giving the same weekly indemnities 
Also Fidelity and Surety Bonds and Burglary Insurance 
W. T. WHELAN, Resident Manager, 80 Maiden Lane, New York 


AMERICAN FIDELITY COMPANY - 


No “Frills” 


Pay full weekly indemnity for total 


Premium 30% less than other 


Montpelier, Vermont 








NORTHWESTERN BOND BUSINESS 





Scramble for Business in Inland Empire 
Despite a Number of Losses 
During 1914 





The bonding business of eastern 
Washington, northern Idaho and Mon- 
tana centers in Spokane, and with the 
biennial change of office holders there 
is a scramble for this business. In the 
neighborhood of 500 bonds will be sold 
during this “open season” by Spokane 
bonding agents. 

The bonding business received sev- 
eral jolts in the past year in this north- 
west territory. The State treasurer of 
Idaho defaulted, his assistant is indict- 
ed for a similar offense; the present 
treasurer of Spokane county is alleged 
to be short $13,000 by the State board 
of accountancy and the county treas- 
urer preceding is alleged to be short 
by the same board to the extent of 
$71,000. The builder of Spokane’s City 
Hall and the builder of the new county 
infirmary both left the city before their 
contracts were carried out, leaving the 
work to be completed by their bonds- 
men. On the whole the bonding busi- 
ness has had a rough road. But still 
there was a “war” for Spokane’s city 
business during the last year with the 
result of a deep cutting in the rates for 
bonding city employes. 





OKLAHOMA STATE AGENTS 





Upsher and Upsher to Represent the 
Fidelity and Casualty in All of 





Its Lines 
Upsher and Upsher of Oklahoma 
City, have been given the Oklahoma 


State agency for the Fidelity and Cas- 
ualty in all of its lines. The firm pre- 
viously represented the Company local- 
ly reporting to General Agent Joseph 
H. Rush at Kansas City, Mo. Feeling 
Upsher and Upsher, who had shown 
great ability in developing business, 
could produce still better results if 
given an independent general agency 
contract, Mr. Rush arranged to that end. 





INSURANCE AS HEALTH MEASURE 


A plan for the insurance of employe 
against sickness which was brought up 
at the conference of the American As- 
sociation for Labor Legislation at Phila- 
delphia received the hearty support and 
approval of the labor leaders convened 
there. The plan, it seems, has been 
successfully used in England, Germany 
and other European countries, although 
the details are not as yet perfected. A 
plan was also proposed for the adop- 
tion of a measure making such insur- 
ance compulsory but nothing can be 
done about either immediately because 
of the lack of a definite plan. 





TRAVELERS RICHMOND AGENCY 


The Travelers Insurance Co. has es- 
tablished a new branch office at Rich- 
mond, having supervision on Virginia, 
West Virginia, and Eastern North Caro- 
lina, to succeed and enlarge the terri- 
torv formerly covered by Blair & 
Tabb, dissolved. W. W. Keen has been 
appointed manager of the life and acci- 
dent departments and C. F. MacNeil 


manager of the liability branch. From 
January 1, A. B. Blair will continue as 
general agent for the Company at Rich- 
mond, but in future all business in 
the above districts outside of Rich- 
mond, will pass through the new branch 
office. 





DISABILITY POLICY 





Features of New Contract Placed Upon 
Market by Fidelity and 





Deposit 
Among the noteworthy features in- 
corporated in the “Competitive” Dis- 


ability policy, newly issued by the Fi- 
delity and Deposit Company of Balti- 


more are the following: 
“No frills. Minimum cost. 
“Sold in odd amounts. 


“In the event of the loss of any two 
members or total loss of sight not re- 
sulting in death, one-half the monthly 
indemnity will be paid during period 
of total disability, not exceeding one 
year from date of accident, in addition 
to the principal sum. 

“Blood poisoning, sunstroke, freez'ng 
and hydrophobia covered as accidents 

‘“Doctor’s bills paid for injuries 
where no loss of time results. 

“Sold to risks classified up to and 
including ‘Hazardous.’ 

“Registration and identification pro- 
vision. 

“Monthly indemnity paid every 69 
days during period of total disability.” 

The Company will make an especial 
drive to sell its contract calling for 
an annual premium of $36. This policy 
provides for $5,000 principal indemnity 
and $100 monthly indemnity. 





SETTLED WITHOUT LOSS 





National Surety Satisfactorily Adjusts 
Long Standing Case in 
St. Louis 





Through the payment by undervwrit- 
ers of $100,000 to the city of St. Louis, 
the National Surety Company of New 
York, as surety for the Kern Incandes- 
cent Gas Light Company, satisfactorily 
disposed of a long standing and exceed- 
ingly troublesome case, inherited by 
the present management from a former 
administration. 





AMERICAN INDEMNITY CHARGES 


Following its admission to transact 
all lines of casualty insurance in the 
State of Louisiana, the American In- 
demnity Company, of Galveston, Texas, 
has opened a temporary branch office 
in the Hibernia building, New Orleans 
Edwin Shelby, assistant secretary and 
manager of the New Orleans Casualty 
Company until its late absorption by 
the New Amsterdam Casualty Compa- 
ny, has been appointed State manager, 
and will have as his assistants a large 
part of the staff of his former company. 





CAPITAL $1,000 


With the modest sum of $1,000 as its 
capital the Kentucky Bonding Com- 
pany has been formed at Louisville. ft 
proposes furnishing bail and criminal 
bonds, and asserts that it is not amen- 
able to the insurance laws. 
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FAVORS INSURANCE COMPANY 


TRAVELERS WINS OREGON SUIT 





Receipt of Overdue Premium by Agent 
After Accident Does Not Validate 
Policy. 





Holding that the securing by Edward 
L. Matthews of a renewal receipt upon 
an accident policy after he had met 
with an accident, was through “fraud 
and deceit,” the Supreme Court of 
Oregon, a short time ago, set aside a 
verdict previously obtained by Mat- 
thews against the Travelers Insurance 
Company. A non-suit was further 
ordered. 

One of the principles decided by the 
Supreme’ Court is that the acceptance 
by the agent of the insurer of an over- 
due premium after an accident to the 
insured, but without knowledge of the 
accident, cannot be considered by the 
trial court in an action on an accident 
policy. 

The precise question in the case un- 
der the facts presented was whether 
the policy was renewed. Matthews sus- 


tained accident which resulted in the 
loss of an eye, between December 22, 
1912, and March 22, 1913. On June 22, 


he had obtained an accident poli- 
cy for three months. He renewed it on 
September 22, 1912, for three months. 
On the termination of the second three 
months the policy was not renewed, but 
Matthews contended that the agent of 
the Travelers agreed that the company 
would carry the risk and keep the 
policy alive for thirty days until Mat- 
thews could renew it. 

On February 13, 1913, Matthews met 
with the injury that resulted in the loss 
of his eye. On that same day, but 
after the accident, he telephoned the 
agent to know if the policy was still in 
force. He said nothing about the acci- 
dent. The agent told him it was. Mat- 
thews sent the money to the agent and 
the renewal receipt was issued to 
Matthews. 

Fraud and Deceit 

After making this recital of facts, the 
Oregon Supreme Court says, in an opin- 
ion by Justice Eakin: “We consider 
that the renewal receipt was obtained 
by fraud and deceit; and that the 
money was received by the agent of the 
Travelers Insurance Company on the 
assumption that no accident had hap- 
pened. Common honesty and fair deal- 
ing would have dictated to Matthews 
that he should have notified the Travel- 
ers Insurance Company of the accident, 
when the money was sent to the agent, 
or when he called him up on the tele- 
phone; and the fact that the payment 


1912, 


of the premium was received by the 
agent after the accident and without 
knowledge of it, cannot be given any 


consideration on this issue.” 

The merits of the case, says Justice 
Eakin, must be determined by the con- 
tract of renewal made on December 22, 
1912, without reference to the payment 
made afterward. There was a provi- 
sion in the policy which says that the 
acceptance by the company or any 
agent of the company of a past due 
premium, shall reinstate the policy in 
force as to a diSability resulting from 
an accident occurring after the pay- 
ment shall have been made. Especially 
would this be true, says the court, if an 
injury had been previously received of 
which the company had no notice. For 
the company to receive a past due pre- 
mium after an accident with the under- 
standing that it would cover a liability 
for a previous accident which occurred 
while the premium was unpaid, would 
have been to receive $15 as a consid- 
eration for a promise to forthwith pay 
Matthews $2,500, by creating a definite 
liability for that amount, and not as a 
contingency or risk. 

The court says that, at the time of 
the accident, the testimony of Mat- 
thews shows that he did not consider 
the policy would be in force until the 
Payment would be made, and he 
phoned to the agent to know if the poli- 
cy was:still in force and immediately 
sent the money. Matthews, the court 
says, was chargeable with notice of the 


terms of the policy provision that the 
payment of a past due premium creates 
a liability for accident occurring after 
the payment. The lawyers for Mat- 
thews relied upon the payment made 
on February 13, and the argument be- 
fore the Supreme Court was based on 
that fact, but the Supreme Court says 
that the payment is entitled to no con- 
sideration, as it was received, so far as 
the Travelers Insurance Company is 
concerned, on a misconception of the 
facts. 

Payment An After-Consideration 

The opinion has a part of the testi- 
mony of Matthews, and the court says 
that if the agent was going to carry the 
policy for Matthews, the renewal cer- 
tificate must have been surrendered. 
His testimony, referred to, is not a 
statement of fact, the court says, but 
it tends to show that he had no reason 
to think that he had renewed the poli- 
cy, but was merely making an attempt 


to continue an option on it. There was 
nothing said between him and the 
agent that would be understood as 


creating a liability to pay, and would 
not ‘bind the company. The company 
could not have enforced any remedy 
for the premium. The fact that the 
agent did not deliver the renewal re- 
reipt to Matthews would have been a 
complete defense on the part of Mat- 
thews, the Supreme Court says, to any 
attempt on the part of the company to 
collect the premium from Matthews. 
The payment made on February 13, the 
court says, was plainly an after-con- 
sideration on the part of Matthews, and 
would not have been made but for the 
accident. 

There was a great deal said on the 
trial, the court says, about the com- 
pany’s returning the $15, the premium 
received by the agent from Matthews 
on February 13. Paragraph 9 of the 
policy says that payment of a past due 
premium reinstates the policy as to in- 
juries occurring after the payment. 
Matthews testified on the trial in the 
Multnomah county court that, after the 
Payment. on February 13, the agent 
asked him if he wished to keep up the 
policy, amd he said he told the agent 
that he did. Therefore, says the Su- 
preme Court, Matthews was not enti- 
tled to a return of the $15 he paid as 
premium, as that was the only thing 
that could keep the policy alive. 





COMPENSATION COMMISSION 





Statement Made Showing Result of 
First Nine Months 





The first nine months of its work is 
made public in a _ statement made 
by the State Workmen’s Compensa- 
tion Commission to-day. The estab- 
lishing of rates for the State insurance 
fund and the organizing of a force com- 
petent to handle the large number of 
yearly accidents were the two great 
difficulties which it was necessary for 
the Commission to overcome before 
success could be gained. The state- 
ment shows how successful the Com- 
mission was in solving these problems. 

The first check for injuries received 
was paid by the Commission on July 
20, less than three months after the 
organization was started. Since that 
date, the Commission has been hand- 
ling and paying on the average of one 
thousand claims a week. In spite of 
this, however, there were nearly nine 
thousand cases yet to be settled on 
December 31, but the commission will 
take action to relieve this congestion 
in the very near future. 

The idea of workmen’s compensation 
insurance is a comparatively new one 
in the United States and it is being 
worked out on a different basis than 
that used in the European countries 
so there is no precedent upon which 
to work, and many difficulties have 
arisen in adjusting rates. 





SMALL EMPLOYERS EXEMPT 

Under decision of the Superior Court, 
Connecticut employers of less than five 
persons are exempt from the operation 
of the State workmen’s compensation 
act. 
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Minnis Surety Company 
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THE 


METROPOLITAN CASUALTY 


INSURANCE CO. 
(Formerly The Metropolitan Plate Glass and Casualty Insuranee Co.) 
47 CEDAR STREET 
Chartered 1874 


NAL [ACCIDENT POLICIES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, 
8. WM. BURTON, Sec. 


Reliable and Energetic Agents Wanted 


OF NEW YORK 


President 
ALONZO G. BROOKS, Ass‘! Sec. 








Se ean 


Capital ........ 
Surplus over all Liabilities 


Theft Insurance; Plate Glass —— 


The Fidelity and Casualty Company of New York 
92 Liberty Street, New York, N. Y. 
Semi-Annual Statement, June 30, 1914 


IN 26 205 nenndavoeseanens, as 


Losses paid to June 30, 1914.... 


THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 
Fidelity Bonds; Surety Bonds; Accident, Health and Disability Insurance; Burglary, Larceny, 


11,606,7 23.00 
8,167,993.93 
1,000,000,00 
2,438,729.07 

46,713,497 00 


Liabili ity Insurance —Employers’, Public, Teams 





(Persona! Injury Property D. 
Collision), Physicians’, Dru 
Steam-Boil 


er Insurance; F y-Wheel Insurance. 


gists’, Owners’ and Landlords’, Elevator, Workmen’s Compensation 


Personal Injury, Property Damage and 








C. A. CRAIG, President 


NASHVILLE, 





W, R. WILLS, Vice-Pres, 


The National Life and Accident Insurance Company 


Industrial, Life, Health and Accident Insurance 
in ONE policy 


C. R. CLEMENTS, Sec, & Treas. 


TENNESSEE 








F. & D. APPOINTMENT 





Kountz, Sieg & Co. Given Genera! 
Agency for Toledo—To Develop 
Casualty Field 





The Fidelity and Deposit Company 
of Baltimore announces the appoint- 
ment of Kountz, Sieg & Co., of Toledo, 
as general agents in that city and 
vicinity for the casualty department. 
The agency is one of the largest and 
best established in Toledo with a heavy 
volume of fire as well as casualty busi- 
ness. Kountz, Sieg & Co., with their 
strong connections, are preparing a sys- 
tematic campaign in this territory for 
casualty lines. 





TRAVELERS CHANGES IN SOUTH 

The Travelers Insurance Company 
has opened a branch Office at Rich- 
mond, Va., with jurisdiction over the 
States of Virginia, West Virginia and 
Eastern North Carolina. W. Witcher 
Keen has been appointed manager of 
the life and accident departments; 
Channing F. MacNeil, manager of the 
liability department; T. Garnett Tabb, 
general agent. The firm of Blair & 
Tabb, formerly state agent in Virginia, 
has been dissolved. 





WELL EQUIPPED FOR SERVICE 

Although a ruling of the New York 
Insurance Department forbids the pub- 
lication by the Maryland Casualty Com- 
pany of its annual statement, until ap- 
proval thereof has been given by the 
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State Superintendent, President Stone, 
of the Baltimore Corporation, says he is 
in position to make the customary an- 
nouncement and would gladly do so 
were it not for the prohibition above 
recited. Mr. Stone further asserts that 
the Maryland Casualty enters 1915 
“with a staff and an equipment, both 
at the home office and in the field, un- 
surpassed for service in every par- 
ticular.” 
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Judicial’ bonds consid- 


Extra ered extra hazardous by 
Hazardous underwriters, says the 
Bonds Massachusetts ‘Bonding, 


are those given on ap- 
peal, supersedeas and for dissolving at- 
tachment bonds. Elucidating, the man- 
agement of the Company states: 
They are the bonds on which prac- 
tically every surety company has expe- 
rienced loss ratios higher than on any 
other class. It is therefore necessary 
for the agent to carefully observe and 
follow the instructions of the home 
office relative to their execution, and 
issue no such bond unless first having 
received security to cover any possible 
liability, or if such liability is in small 
amount to satisfy himself that the ap- 
plicant has undoubted financial respon- 
sibility. If the bond is in amount ex- 
ceeding $5,000, the application in all 
cases must be submitted to the home 
Office for its instructions. 
Appeal and Supersedeas Bonds 
These bonds are generally issued to 
appeal from a judgment or decree ren- 
dered against a person desiring to take 
an appeal. It is of course obvious that 
the case has already been decided 
against the applicant by one court, and 
statistics show that more than half of 
the cases are affirmed upon appeal. 
There is not much difference between 
executing a bond of this class and en- 
dorsing the note of the applicant for 
an equal amount of money. If any- 
thing, the execution of the bond is 
more hazardous, for the reason that in 
the case of the note the money is ab- 
solutely payable at a certain date, and 
in the other case we bind ourselves to 
pay the money at an indefinite period 
in the future. Manifestly, such bonds, 


with few exceptions, should be exe- 
cuted only with collateral security. 
The character of security should be 


such that it could immediately be con- 
verted into cash upon the affirmance of 
the judgment, so that the company 
could use the security at that time for 
that purpose and not be obliged to ad- 
vance the money and then realize upon 
the security. 

Real estate mortgages, chattel mort- 
gages, indemnity agreements of third 
parties are not the character of secu- 
rities desired by the company, no mat- 
ter what may be the estimated value 
of the property or the financial worth 
of the indemnitors. The real estate 
may be valuable, but you take the risk 
of title, which may be bad; you take 
the risk of an unrecorded mortgage or 
lien created prior to the rendition of 
the judgment, which generally takes 
priority over the judgment; you take 
the risk of the judgment debtor having 
made a contract for the sale of the 
property before the rendition of the 
judgment, the latter being subject to 
the rights of the purchaser. You run 
the risk of depreciation in the value of 
the property, and in the case of per- 
sonal property its loss in whole. Taxes 
may accumulate, as well as other ex- 
penses, which may have to be paid 
ahead of the lien,.and in the majority 
of instances, unless the margin is very 
great, we must advance the money to 
Pay the judgment and take the prop- 
erty itself. 

An indemnity agreement is never 
considered good security for the reason 
that to-day the indemnitor may be pos- 
sessed of ample means; to-morrow, 
next month or next year, when called 
upon to pay, owing to the shifting con- 
ditions affecting property values and 
the uncertain result of business ven- 
tures, his name, financially, may not be 
worth the paper upon which it is writ- 
ten. A personal indemnitor may die 
during the time in which the bond is 
in effect, and his estate be distributed. 
Corporate surety never dies. The com- 


pany is obliged in most cases to en- 
force payment by suit. 

There is an absolute necessity for 
collateral security, for in this class of 
bonds, more than in any other class, 





the company should be paid for its ser- 
vices, for the accommodation its bond 
affords, rather than for the risk it 
takes. 
Bonds Dissolving Attachments 

There is very little difference be- 
tween bonds of this character and ap- 
peal and supersedeas bonds, and they 
are equally as dangerous. In one re- 
spect they are more hazardous, in that 
appeal bonds, as a rule, are in force a 
year or two, but attachment suits drag 
along in the courts for many years. 
During this period the financial condi- 
tion of the person bonded may change 
for the worse, with the result that the 
company must pay the loss. The same 
reasons for collateral security are ap- 
parent. 





Years ago, says Vice- 

Advertise President H. S. Curtis, 
Your of the National Casualty 

Wares Company of Detroit, an 


old-fashioned peddler car- 
ried a pack on his back a whole day. 
At night he turned in disheartened 
and complained bitterly because no one 
had asked him what he had in his 
pack. He lost a whole day waiting 
for help from someone whom he ex- 
pected now and then might take time 
and interest enough in his business 
to stop and inquire about the contents 
of his pack and help him to sell some 
of his wares by soliciting prices on 
his goods. The pack he carried was 
large, and it was noticeable by every- 
one passing and generally understood 
by those who saw him that he had 
merchandise for sale. 

There are some insurance agents like 
this peddler, who depend on others to 
help them out of the same difficulties 
that the poor peddler experienced. 
Such insurance men as these should 
be brought promptly to an understand- 
ing that there is but one remedy for 
this waiting trouble that can be de- 
pended upon. That there is only one 
person that he can rely on to help him, 
and that is himself. By the proper 
application of time and energy to busi- 
ness during the same time he is wait- 
ing for help from others, he will find 
a sure cure for his affliction, which 
we here term “waiting.” Such men 
receive deserving censure rather than 
help. An agent who will pack around 
a wallet filled with circulars, policies, 
a rate book and applications, waiting 
for his friends and acquaintances to 
come along and buy a policy, is much 
less to be pitied and more severely 
censured than the poor old peddler, 
because the nature of the agent’s busi- 
ness is hidden from view in his wallet 
or his coat pockets. One of these wait- 
ing agents usually starts in business 
by announcing to his friends that he 
represents the Get Busy Insurance 
Company. Every one of them will wish 
him well and tell him very earnestly 
that he can certainly count on them 
to help him in every way possible to 
get going. After he has accumulated 
a lot of these promises and good wish- 
es, he waits from day to day for them 
to materialize, going home every dav 
in the same dejected spirit and with 
the same results obtained by the poor 
peddler. The average friendly promise 
is not sincere or even given a thought 
after being made. To win success is 
a single-handed game, and the winner 
vsually counts on no one but himself. 
He waits on no one to help, nor for 
something to turn up. When a fellow 
tells you you can count on him for 
assistance in soliciting insurance or in 
discharging any of your personal re- 
sponsibilities, just put that promise in 
the form of a note. Later you mav 
discount it liberally. Then later on 
try to realize on it and you will dis- 
cover how quickly the Bank of Com- 
merce will stamp it in big type “Pro- 
tested.” 

There is really but one man on whom 
an insurance agent can rely every day 
in the year—himself. An insurance 
agent’s own efforts are by long odds 
his best assets. He can always realize 
par on them by placing his goods in 
Dlain view of all those friends and ac- 
quaintances who so cheerfully volun- 





W.E. SMALL, 


A STRONG CASUALTY COMPANY 


ACCIDENT PLATE GLASS 
AUTOMOBILE 


Georgia Casualty Company 
MACON, GEORGIA 


Writes the>Following Forms of Casualty Insurance 


BURGLARY 


Agents Wanted in Undeveloped Territory 
Apply PETER EPES, Agency Manager, Home Office 


President 


Surplus and Reserves over $800,000 


HEALTH LIABILITY 
ELEVATOR TEAMS 








GENERAL 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
ct. NORIE-MILLER, United states Manager 
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New York 
Elmer A. Lord & Co. 
145 Milk St., Boston 
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teered assistance, and keeping right 
after them hard, explaining the merits 
and value of his goods every day. He 
must not wait a day or an hour for one 
of those good wishes and promises to 
materialize. A promise drawn in his 
favor for assistance had better be for- 
gotten then and there when made. 
Don’t wait, just work and depend on 
yourself. 





Agents who do not 
Tips From watch the newspapers 
Daily Papers closely lose many good 
prospects, says’ the 
management of the National Surety 
Company of New York. Almost every 
newspaper publishes from day to day 
death notices of wealthy people. These 
notices should be followed up immedi- 
ately by the agent. Ascertain who 
the attorney will be and through him 
solicit the bond of the administrator 
or executor when appointed. As a rule 
the attorney who represented the de- 
cedent will have charge of the ad- 
ministration, and in most instances can 
govern the placing of the bond. He 
can be approached immediately and 
frankly, where it would be out of place 
to approach a relative. Fiduciary bonds 
are the most profitable class we write, 
and if the newspapers are watched con- 
stantly a large volume of business can 
be worked up. 





A NEW YEAR’S LETTER 

In the new year’s greetings which 
E. E. Clapp & Co, issued to its field 
force, a unique and attractive leaflet 
was originated taking the form of a 
letter deploring the dirth of business 
in the past year urging all members 
of the field force to unite in the effort 
to get new business enough to more 
than make up for the poor year. It 
is a sample of true Clapp Co. spirit 
and push. 


REFORM PLAN READY 


At the meeting of the Plate Glass In- 
surance Exchange, which was held in 
the offices of the Insurance Depart- 


ment on December 14, Superintendent 
Hasbrouck appointed the Messrs. Hol- 
land, of the Royal Indemnity; Reid, of 
the Globe Indemnity; De Leon, of the 
Casualty Company of America, and 
Winslow, of the Metropolitan Casualty, 
to serve aS a committee to propose 
plans for the improvement of the plate 
glass situation. The committee has 
formulated a plan which will be made 
public in a week or ten days and which 
will take effect as of February 1. 





BIG CLEVELAND BOND 


A single bond to the amount of $600,- 
000 has been placed by the Royal In- 
demnity Company in Cleveland. The 
bond was placed by Davis & Farley, 
the Cleveland general agents for the 
Royal, on the Ohio State Treasurer, 
Rudolph W. Archer. The Davis & 
Farley Agency has always been a hust- 
ling one and it is fortunate in being 
able to start the new year off so well. 
A few bonds of this size will make 
the prospects for a successful year 
look a great deal brighter. 





OHIO LAW SUSTAINED 


The United States Supreme Court 
handed down a decision on January 5 
sustaining the decision of the Ohio 
Supreme Court in favor of Harry O. 
Flagg vs. the Jeffray Manufacturing 
Co., declaring the Ohio workmen’s com- 
pensation law to be constitutional. Ac- 
cording to the provisions of the Ohio 
law, every employer of five or more 
persons shall pay a stipulated premium 
into the State insurance fund and shall 
thereby be relieved of all liability for 
damages resulting from suits of the 
employes. The record of payment of 
the said premium relieves the employer 
of all responsibility. 
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PURELY MUTUAL THE CHARTERED 1857 


Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,304,385,035 
Satisfied Policyholders to the number of 13,073 (out of 45,862 per- 
sons applying) purchased additional insurance in 1913. 
Northwestern Policies are easiest to sell and stay longest in force. 
Agents Protected by enforced No-Brokerage and Anti-Rebate Rules. 

















It Will Pay You to Investigate 
Inceme Insurance Before Selecting Your Company Large ‘‘ Dividends” 
. Write to 
Corperation Insurance H. F. NORRIS Low Cost 
Partnership Insurance Superintendent of Agencies Service Policy 
Milwaukee, Wisconsin 














THE PROGRESS 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Is Steady Sure Solid 
GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 














OPPORTUNITY IN TEXAS 


A personal producer, having ability to 
handle men who want to grow and posseses 
a disposition to apply the energy necessary to 
progress, can secure an attractive connection 
with a progressive young life insurance com- 
pany, in Texas. 





If interested, and can deliver the goods, write 


“TEXAS” 


Care of The Eastern Underwriter 
105 William Street, New York City, N. Y. 


Capacity For Large Risks 


The Local Agent, after he has used up the resources of the admitted Com- 
panies, and having more insurance to place, should remember our capacity 
for Surplus Lines is practically unlimited. A special department gives this 
business its entire time—get in touch with us. 





Surplus Lines. Guaranteed Underwriters. 
London Lloyds, licensed in Illinois. 
Capacity $150,000 single risk. Immediate 
Binders. 10% Commission to Brokers. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 
1615 California St. 314 Superior St. 
DENVER DuLUTH 


Ford Bldg. 17 St. John St. 
DETROIT MONTREAL 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 





300 Nicollet Ave. 
MINNEAPOLIS 


23 Leadenhall St. 
LONDON 


19 Cedar St. 
NEW YORK 








Royal Life Insurance Company 


ALFRED CLOVER, President 


Industrial and Ordinary Policies 





Special confidential contracts for Superintendents, Assistant 
Superintendents and Agents in Indiana, Illinois, 
Iowa, Kansas, Kentucky, Michigan, Min- 
nesota, Ohio, and Wisconsin 


Now Organizing a Health and Accident Department 


Head Office 
108 S. La Salle Street, Chicago 














Bankers Life Company 


Our new monthly income policy is 
the policy of the hour. A man 
can’t help being interested in it. 





It Provides Perfect Protection 


Our Agency Contracts Will Appeal 
to You. Write the Home Office 


DES MOINES, IOWA 








“WHAT THE EQUITABLE 
OFFERS” 


What the Equitable Offers is the title 
of a booklet listing in detail the many 
attractions and advantages of Equitable 
policy contracts. 


While intended for the prospective 
insurer, it will interest any insurance sales- 
man who is curious to know why Equitable 
policies sell readily, renew steadfastly and 
meet every conceivable need of all classes 
of insurers. A copy will be sent to any 
address on request. 


The Equitable 


Life Assurance Society 


of the United States 
165 Broadway, New York 


W. A. DAY, President 
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